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this rock wool that 
anybody can pour 
into his untloored attic... 


YOU’LL FIND a big and profitable market 
for this sensational new insulation 
that any home owner can apply himself — 
Celotex Hand Pouring Rock Wool. 


@ Packed in 40 lb. Kraft Paper Bags 
@ Easy to handle and apply 
@ Made by CELOTEX—The Greatest Name In Insulation 


SPECIAL MERCHANDISING AIDS FOR YOU! Your 
Celotex salesman will give you a whole kit 

of colorful, sales-making promotion pieces on 
Celotex Hand Pouring Rock Wool. 


Ask him for it, or write today to 








THE CELOTEX CORPORATION 
DEPT. RW, CHICAGO 3, ILLINOIS 


\ 


CELOTEX | 


REG. U. S. PAT. OFF 





« 


ONE OF THE FAMOUS CELOTEX BUILDING PRODUCTS 





BUILDING BOARD INSULATING SHEATHING AND LATH CELO-ROK ANCHOR LATH AND PLASTER . CEMESTO 
CELO-ROK WALLBOARD INTERIOR FINISH PRODUCTS FLEXCELL ASPHALT ROOFING... CELOBRIC... CELO-SIDING 
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INCREASED PRESSURE FOR RENTAL HOUSING will be felt as 


the Marshall plan gets in full swing. One reason is that such con- 
truction requires relatively less material than individual home 
building. It is expected the federal government will be urged to 
idopt an accelerated depreciated plan as an inducment for more 
nvestment in rental housing projects. 


10 PERCENT PAY BOOSTS for 44,000 members of six building 


trade unions in the Chicago area indicate further increases in the 
‘ost of homes. One Chicago home builder guessed as much as 








$300 would be added to the cost of a $10,000 house. 


BUILDING MATERIAL DEALERS and gasoline station operators 


howed the greatest increase in sales in February over the same 
nonth a year ago. Each was up 15 percent. Independent retailers’ 
vere up 6 percent on an over-all average. 


30-MONTH AGREEMENT FREEZING WAGES, hours, and work- 


ng conditions for 185,000 of the 200,000 construction workers in 
the N. Y. metropolitan area was signed on March 15th. 


REFUGEE CONSTRUCTION WORKERS are being studied by 
‘ongress as a source of skilled labor for this country. A study by 
the U. S. Employment Bureau shows that a large percentage of 
European displaced persons are highly trained in the building 
rades 


LOW COST FEDERAL HOUSING rode out an attempt to write it 


it of the Taft-Ellender-Wagner long range housing bill. The Sen- 
tte voted 49 to 35 to defeat an amendment to that effect offered 
y Sen. Cain (R., Wash.). 























INVENTORIES UP 


Nearly all building materials 
now reported in better supply 


DEALER inventories of nearly 
all building supplies are greatly im- 
proved and should continue to in- 
crease substantially during the 
year, according to economists of 
the Construction Industry Infor- 
mation committee. 

“Builders should _ experience 
little difficulty in obtaining ma- 
terials through 1948 if they are 
ordered at the beginning of the 
job,” according to Melvin H. Baker, 
chairman of the committee. 

“Material production has in- 
creased an over-all 39 percent since 
1939 while the physical volume of 
new construction has _ increased 
about 15 percent,” said Mr. Baker. 

Last year the excess of material 
production over material used in 
construction went largely into a 
gradual rebuilding of dealers’ 
stocks. With these inventories now 
reaching satisfactory levels man- 
ufacturers should be in a better 
position to take care of current 
dealer demands. 


FUNDS URGED 


Congress told Bureau of Labor 
figures needed by industry 


DOUGLAS WHITLOCK, chair- 
man of the Building Products in- 
stitute has urged Congress to ear- 
mark funds for housing statistics 
in any budget approved for the Bu- 
reau of Labor Statistics. 

In a letter to Senator Bridges, 
chairman of the Senate committee 
on appropriations, Mr. Whitlock 
said that valuable statistics on the 
progress of home building may be 
lost to the building industry unless 
funds are especially set aside for 
the purpose. 

“BLS officials have stated that 
the reduction made in the Bureau’s 
budget by the House Appropria- 
tions committee would mean dis- 
continuance of some of the statis- 
tical estimates which are basic to 
marketing operations and produc- 





CTS tion scheduling for manufacturers 
of almost every product used in 
building construction, and to the 

an OVER a model Industry-Engineered home similar to what youthful builders will enter operations of home builders,” Mr. 

-_ it the Chicagoland Home show, left to right, Paul S. Van Auken, managing director of the Whitlock said 

-ME how, and Phil Creden, advertising manager, Edward T. Hines Lumber company, which donated ~ oc sal a . 

SIDING the model kits to the Chicago Park district. “Economists in the industry re- 
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gard the bureau’s monthly esti- 
mate of housing starts in nonfarm 
areas as the most valuable single 
series in the entire field of con- 
struction statistics. There is no 
substitute for this series, from 
either a public agency or a private 
statistical organization. BLS of- 
ficials state that, if the House com- 
mittee’s recommendation is ac- 
cepted in the Senate, this housing 
data will be replaced by an esti- 
mate of dwelling units covered by 
permits in urban areas only —a 
very poor substitute. 

“We nope that the Senate will 
earmark in the Bureau’s budget 
for 1948-49 a sum sufficient to per- 
mit continuation of the statistical 
service on housing which is so 
valuable to this important part of 
American industry. 

“The value which is placed on 
this service is demonstrated by the 
fact that industry economists re- 
cently have spent a great amount 
of time working out ways to im- 
prove and expand BLS housing 
data, in conference with govern- 
ment officials.” 


BMEA ANNUAL 


Record convention attendance 
set; E. F. Boyle new president 


ATTENDANCE at state and 
regional lumber dealer association 
conventions in 1948 was the high- 
est in history, it was reported at 
the annual meeting of the Building 





E. F. BOYLE, new president of BMEA. 


Materials Exhibitors association, 
held April 6 in Chicago. The con- 
vention season, the exhibitors de- 
clared, was marked by more attrac- 


8 


tive exhibits and uniformly good 
exhibit attendance. 

Considerable improvement was 
noted at several conventions in the 
matter of expediting registrations, 
the contact committee reported. 
The elimination of morning busi- 
ness sessions, where that was done, 
was found to be a help to exhibit 





MAURICE E€. COLLINS, elected  secretary- 
treasurer of BMEA. 


attendance. Other improvements 
noted included better handling of 
loud speaker systems and a more 
widespread use of badges in dif- 
ferent colors for the easy identi- 
fication of dealers, exhibitors and 
visitors. 

E. F. Boyle, Chicago district 
manager for the Johns - Manville 
sales corporation, building prod- 
ucts division, was elected presi- 
dent of BMEA for the coming year. 
He succeeds E. G. Gavin, editor of 
American Builder. David S. Mil- 
ler of the Armstrong Cork com- 
pany, Lancaster, Pa., was named 
vice-president, and Maurice E. Col- 
lins, vice-president of the Law- 
rence H. Selz organization, Chi- 
cago, was elected secretary-treas- 
urer. 

New BMEA headquarters will be 
at 221 N. LaSalle street, Chicago 1. 

The retiring secretary, Adolph 
Pfund, was given a vote of thanks 
by association members for his ex- 
cellent work over a period of sev- 
eral years. 


l-E MODEL HOME CONTEST 
WILL FEATURE HOME SHOW 


Hines Lumber Co. donates model 
kits to spur youthful builders 


EIGHTY teams of youthful 
builders are busy in Chicago erect- 
ing scale models of the Industry- 
Engineered homes. All 80 homes 
will be exhibited at the Chicago- 
land Home show, sponsored by the 


Chicago Metropolitan Home Build- 
ers association, at the Chicago coli- 
seum, May 1-9. 

Winners will be chosen on the 
basis of accuracy of construction, 
excellence of workmanship and in- 
genuity shown in landscaping and 
decorating. Prizes will consist of 
valuable workship equipment. 

The I-E home kits for builders 
are being made available to young- 
sters from the craft shops of the 
Chicago Park district field houses 
by the Edward T. Hines Lumber 
company. 

The Kits being used by the 
young contestants are duplicates of 
the scale model I-E home kits be- 
ing offered to dealers for $12.50 
by AL&BPM. Several hundred 
orders for these kits have already 
been filled. 

The houses are exactly three- 
quarters inch scale models of the 
full-size Industry-Engineered home 
which will be on display at the 
Home show. Each kit contains 
complete materials to construct one 
model measuring 18x30 inches. The 
entire model is built with knife, 
sandpaper, rule and square. Glue 
is used to assemble it. The model 
is built from a series of 10. iso- 
metric drawings that show in three 
dimensions the placement of every 
part that goes into the house. 

Each house will be mounted on 
a lot 3x4 feet. The contestants 
will use their ingenuity in land- 
scaping the lot and decorating the 
exteriors. The competition is lim- 
ited to eighth graders and high 
school students. 

The Home show will be open 
daily from 1 to 11 p.m. 


SCHOOL SUCCESS 
Thirty-day training courses 
marked by record attendance 

WITH the 1947-48 school term 
nearing completion, the National 
Retail Lumber Dealers association 
is ready to chalk up another year 
of outstanding accomplishment in 
the field of employee education and 
training. 

To date 54 thirty-day retail lum- 
ber training courses have been held 
in 18 colleges and universities 
throughout the country with a rec- 
ord attendance of over 2000 stu- 
dents. This year, for the first 
time, a summer school class is also 
planned. Southern Methodist uni- 
versity at Dallas, Tex., plans a 3!)- 
Day course, during the regular 
summer session, which is scheduled 
to start June 7, 1948 and continue 
to July 2. 

Predicated upon the marked suc- 
cess of the 30-Day retail lumber 
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1. ADD NO DRIERS ... and 


in12to 18hours, = 





~ more surface covered 


More than a generation of lead- 
ing painting contractors—-men 
who take pride in beautiful and 
lasting work—call Spencer Kel- 
logg’s IMPROVED BOILED 
The Life of Paint’ for outdoor 
surfaces. 


The natural toughness of a 
pure linseed oil paint film is re- 
tained in IMPROVED BOILED. 
It protects the work from burn- 
ing out from harsh driers, while 
viving quick setup and good 
through-dry without added 


dd rier. 


IMPROVED BOILED is now 
back on the shelves of paint 
iobbers in new, handsome, 
lithographed cans, in 1 quart, 
| gallon and 5 gallon sizes— 
sealed at the refinery. 








*The First Name 
inV egetable Ouls’”’ 





SPENCER KELLOGG AND SONS, INC. 
BUFFALO 5, N.Y. 
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training course, a study is now be- 
ing made of the advisability of 
conducting special short advanced 
training or post-graduate courses 
in given subjects as a further step 
in employee training. This study 
will also embrace home study 
courses, evening courses, and short 
intensive day courses. 





Customers Want Dealer 
to Handle Complete Job 


HOW far should the dealer go 
in servicing the requirements of 
the prospective home builder? 
Should he handle the whole job 
or just furnish the materials? 

To get the answer to these 
questions, the Davis Lumber 
company, Hutchinson, Kans., 
went to the consumer through 
newspaper advertising and by 
spot queries over the radio. The 
specific questions asked were: 

1. Should a lumber yard con- 
tract the entire job? 

2. Should the yard furnish the 
names of building mechanics up- 
on request? 

3. What items do you expect 
to find in the lumber yard beside 
lumber? 

These questions were put to 
newspaper readers for seven con- 
secutive days. Ten replies were 
received from the twice daily 
spot radio queries and 67 letters 
resulted from the newspaper ad- 
vertising. 

Of the replies received, 76.1 
percent said the yard should con- 
tract the entire home building 
job. 

Sixty-seven of the 77 returns 
favored making available the 
names of workmen upon request. 

Returns indicated that a mi- 
nority of readers expected to find 
appliances in the building prod- 
ucts store; that a majority ex- 
pected to find builders’ hard- 
ware, paint and wallpaper. 











MORE MASONS 


Employer-Union committee 
reduces shortage of masons 


MORE than 10,000 veterans and 
other young men now are reg- 
istered and receiving training as 
apprentice brick masons, Roy A. 
Shipley, President of the Struc- 
tural Clay Products institute, an- 
nounced recently. 

“The number of apprentice ma- 
sons has increased 32 percent in 
the last year,” Mr. Shipley said. 

“Apprenticeship committees for 
the training of brick masons have 
been formed in more than 390 com- 
munities by approximately 4780 
employers and 420 local unions. 

“The need for additional ap- 
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prentices is expected to increase 
steadily in most parts of the coun- 
try if the volume of building in- 
creases this spring and summer to 
the extent that most estimates in- 
dicate. 

“More apprentices will be needed 
in most areas where apprentice- 
ship committees already have been 
formed and at least 350 more areas 
will need to start apprentice train- 
ing before building reaches its 
postwar peak. 

“Efforts of individual employers 
and unions to expand the training 
program are being aided by the 
Bureau of Apprenticeship of the 
U. S. Department of Labor and by 
the field staff of the Structural 
Clay Products institute.” 


MORE PLYWOOD 


Prefab house builders’ worst 
shortage bugaboo now easing 
PREFABRICATED home man- 
ufacturers can look for an easing 
in two critical shortages limiting 
construction of prefabs — plywood 
for wall sections, and doors and 
windows, according to Charles E. 
Devlin, managing director of the 
Douglas Fir Plywood association. 

Douglas fir plywood production 
will hit a _ record 2,000,000,000 
square feet this year, up 25 per- 
cent over 1947, according to Mr. 
Devlin. 

At the same time O. C. Lance, 
secretary-manager of the National 
Door Manufacturers association, 
reports stock pine millwork was at 


a 15 percent higher rate in Janu- 
ary and February. 

Prefab makers at the Prefabyi- 
cated Home Manufacturers’ insti- 
tute at the Blackstone hotel in Chi- 
cago supported these figures by iji- 
dicating a lessening of grey mar- 
ket activity in building materials, 
Plywood and millwork have been 
affected materially by grey market 
operations. 

With 35 plants now accounting 
for 97 percent of the production, 
Mr. Devlin believes the 14 plaits 
either in the process of construc- 
tion or definitely projected will be 
able to boost the production to the 
2,000,000,000 square foot produc- 
tion he foresees. Production is 
now hitting a record 37,000,000 
feet per week. 

Mr. Lance reported that mem- 
bers of his association are operat- 
ing at only 60 percent capacity due 
to the shortage of pine shop lum- 
ber. He does not look for a ma- 
terial increase over 1947 produc- 
tion of millwork unless the supply 
of shop turns for the better. 


HOO-HOO 

LOS ANGELES Chamber of 
Commerce is extending a cordial in- 
vitation to members of Hoo-Hoo to 
attend the international concatena- 
tion of the order to be held in their 
city Sept. 6-9. 

Numerous interesting side trips 
—visits to Hollywood, art galleries 
and radio broadcasts—have been 
scheduled for the visitors. 














SARONER REA 








“What a day! And nota solitary soul 
asked for a raise so | could let off steam 


\"’ 
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HOUSING DEMANDS, according to President 


Mason of the NRLDA, are still pretty high, and 
building labor is fairly adequate. Loan money for 
residence construction is a little tight, but Congress 
is likely to do something about that. Materials are 
still spotty and the chronic freight car shortage is 
tough and will get tougher if we go into a defense 
economy. 


SHORT ITEMS at present include mouldings, gyp- 


sum board, gypsum lath, nails, plywood. A better 
supply of oak flooring, but a lot of it moves through 
gray markets. Galvanized steel roofing is a rarity; 
but aluminum roofing seems readily available. In- 
sulation wool is plentiful. Hardware and paint are 
said to be in good supply, provided dealers will 
take the brands that are offered. 


COMMON LUMBER is pretty easy to get, when 


there are cars to ship it—but for an unexplained 
reason uppers are still hard to find, running 40 per- 
cent or less of normal. Lumber prices according to 
BLS figures, which are not too current and which 
are averages of both common and uppers prices, 
indicate that the index is down by three or four 
points. That's not much of a change. 


DEPARTMENT OF COMMERCE indicates that less 


desirable lumber grades and items have softened 
in price; but it adds, sensibly and cautiously, that 
lumber prices as always will follow the volume of 
demand. What is that going to be? Commerce still 
thinks there'll be a record number of living units 
built this year; and reports are that construction for 
manufacturing and service industries, deferred last 
year, will now go forward. 


BUILDING MATERIAL PRICES haven't shifted 


rnuch as yet; on the average are down a little. Struc- 
tural steel is up and may well stay high in price 
because of the shortage following the coal crisis. 
Lumber exports will not be a serious drain on do- 
mestic supplies. Foreign buyers don't want the 
tvailable common grades and are limited in the 
juantities of uppers they can buy. 


CUSTOMER ATTITUDES: In the retail field, note 


that accounts receivable are larger, collections 
slower, and the percentage of cash sales are 
‘maller. Sure enough, these things don't seem to 
nake a consistent picture. On the one hand, a 
strong demand for housing. On the other, customers 
who have to be coaxed with credits. Often in the 
ame place of business there are jacked-up prices 
ind persisting fears of deflation. 
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THE ECONOMIC PATTERN at the turn of the year 


pointed straight at deflation. Well, this got checked; 
by the recovery and defense programs, by tax re- 
duction, and by prospects of another wage increase. 
So the economic pattern then pointed at more in- 
flation. But this about-face didn't get executed too 
smoothly and not all the factors and combinations 
actually hit where they looked. 


FEDERAL EXPENDITURES look plenty big on pa- 
per and they are big enough to block the expected 








“economic decline. But the total of all exports this 


year are not likely to equal last year’s export fig- 
ures. The President's original defense budget fig- 
ures, for the year beginning next July, were about 
the same as for last year. Since then, another three 
billion have been added; not much of which can 
actually be spent in 1948. 


RECOVERY AND DEFENSE, as of now, look to 


cost about the same as in ‘47. That could change 
fast, especially if Congress carries through and 
makes a big increase in air power. Aircraft pro- 
duction is the item that will put the inflation zing 
into American manufactures and from there, at 
second hand, into all lines of American commerce. 
Of course there could be other big defense expen- 
ditures, such as ship building. 


THE ECONOMIC ADVISERS, as you know, have 


looked at all these things and have warned the 
President again that he’s going to need standby 
wage and price controls. Congress isn’t likely to 
issue any such powers, except allocation and pri- 
ority powers over scarce materials. Steel will be 
the big item in the priority field. The lost produc- 
tion during the coal strike can't be made up for 
months, if ever. 


INCOME TAX REDUCTION, according to the fis- 


cal johnnies, is the factor that will have the biggest 
effect upon the markets. The experts think about 
three billions will be the gift of the tax law to Amer- 
ican domestic commerce. Next biggest effect will 
be produced by recovery-defense expenditures. 
This could come up to first place if the defense pro- 
gram expanded into a defense economy. 











TAX CUTS, so some experts say confidently, will 


not be restored next year. It’s not a sure thing; for 
of course we could be running to a fire by then. 
But it’s a pretty good guess that the economy is 
strong enough to carry relief and defense without 
too much wheezing on the hills. 
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MODEL Industry -Engineered House K 


Consists of complete material bill in miniature for building 18" x 30" 
model of the 47-1 Industry-Engineered House, scaled 7/4" to the foot, 
and 10 complete isometric drawings for builder of the model to follow. 














Actual photograph of nearly completed model 





Something Every Dealer Needs FACTS About Model Kit 


i + i Model Kit includes complete material bill in 
Quickly visualizes to all employees, salesmen, carpenters, contractors miniature to build authentic 16° x 0" model 
and prospective home builders the basic principle of the Industry- of Industrial-Engineered house 47-1, scaled % 


° P ° to foot, and 10 complete isometric drawings for 
Engineered Housing Program—the cost-cutting features of the modular Selides of mete We Slew ts cmntrectien. 
system of house construction. eee 


@ Think of its publicity value for you as a window or counter dis- 


The lumber is not pre-cut. There are miniature 


. sn . 2x4 — 8's, 12's, 16's; 2x6’s, 2x8’s and 2xl0's. 
play. Have an employee build a model right in your window _— Standard lengths of boards are also included 
or a prominent downtown spot. Big news about your com- from 1x4’s to 1x8's. Every cut made by car- 

penters on a full-scale house is made by the 
pany and the I-E program for your local newspaper. model house builder. 

@ Greatest thing in the world to help you educate and train all ete 
yard and store personnel in methods of good house-construc- Ponderosa Pine is used to manufacture this 


ti scale lumber. Entire model is easily built with 
10n. knife, sandpaper, rule and square. Glue is 


. : P used to assemble it. Finished house is amaz- 
@ Use it to generate sales enthusiasm for the I-E program in your ingly sturdy and durable. 
community. Invite all carpenters, contractors, architects, bank- ee +s 
ers and building and loan people for a demonstration. Show a a 
it at the women’s clubs, schools, county fairs. | struction blocks of the foundation wall. Sills 


are bolted to the foundation wall, and every 
other age ee ~ ee 5 eat a = 
H H H H H incorporated in the Engineere ouse is faith- 
Immediate delivery. Price per kit, $12.50 postpaid. fully followed in the model. The finished house 
is complete even to a roof of ‘“‘three-in-one”™’ 
State number desired. Include remittance with order. Make all checks payable to American thick-butt shingles. 


Lumberman, Inc. 
TEAR OUT AND MAIL 


* * * 


A atone feature of the model is that it 2 
American Lumberman & Building Products Merchandiser mow WSs 6 vemevento sectcoction. Thus. o 


of the features of interior construction can be 
139 North Clark St., CHICAGO 2, ILL. demonstrated, as well as the exterior. Yet. 


when the roof is in place, it is impossible !¢ 








PE MAIR ss cenicas cearenceaen model house kits at $12.50 each postpaid. Enclosed is ney ee a See 
UE Pi nocd ce setivvnsss ca covering cost of same. 
RTE onsixonareirt sian cinaseicanie Westie seasianie felediNacisebinea aati ORDER NOW! 
Di AT ae AE HME 
UN is 6a od Rh A WW a Roe A eR Re eed ah aOR oa eee 5 | Ag x 
Fill in and Mail 
it £ wis okie y akinesia pabeanaseeieeee BE iv bird 0.t46 Xp nsw daerorrpnameaceeie This Blank 
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After attending an even dozen dealer conventions 
this winter and studying the reports of a dozen more, 
your editor is convinced that the following are the 
20 most significant objectives the dealers have set for 
themselves in 1948: 


(1) To intensively study and research all retailing 
costs and all construction costs in an effort to elim- 
inate every possible waste of effort, time and material 
and to pass the savings on to the consumer in reduced 
prices. 


(2) To streamline and mechanize local construc- 
tion labor through the application of the principles 
and methods of the Industry-Engineered Home pro- 
vram. 


(3) To reduce the cost of materials handling in- 
cluding transportation, unloading, storage warehous- 
ing, reloading and delivery in every practical way. 


(4) To install facilities for pre-cutting of lumber 
and for the yard fabrication of portable building and 
sections, 


(5) To establish a pricing policy based on a mark- 
up for net profit after determining unit costs instead 
of a mark-up for gross profit. 


(6) To accept a four-fold management responsi- 
bility to stockholders, customers, employes and the 
community, 


(7) To build better local Public Relations for the 
building industry in general and the lumber dealer 
in particular. 


(8) To establish a responsible sales headquarters 
lor all of the consumer services of the light construc- 
tion industry. 


(9) To fight for the restoration of sales volume 
lost to mail order houses, truckers and the many new 
types of competition which have entered the field. 


(10) To organize application crews and specialized 
mechanics to install and fabricate construction pack- 
ages of all kinds more efficiently. 

(11) To widen lines and departmentize the busi- 
ness in order to profit by the sale of everything that 
soes into new homes and other light construction 
packages, 
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THE 1948 CONVENTION SEASON IN RETROSPECT 












































(12) To increase consumer traffic, especially from 
house wives, through the judicious expenditure of a 
budget of two percent of sales for advertising. 


(13) To have a training program for all personnel, 
administrative, sales and operating, coupled with in- 
centives to increased productivity and reduced costs. 


(14) To make every member of the entire organi- 
zation who comes into contact with customers a cour- 
teous and creative salesman. 


(15) To have at least one “inventory” home ready 
for sale or in process of construction at all times to 
demonstrate what the local construction industry can 
deliver in quality and value when it is co-ordinated 
under the leadership of a lumber and building prod- 
ucts dealer. 


(16) To reduce credit losses through better collec- 
tion methods and to secure installment notes by quot- 
ing time payment prices first on all consumer sales 
over $100. 


(17) To develop a merchandising partnership with 
co-operating manufaciurers and wholesalers in mov- 
ing an increased volume of building products into 
consumption and use. 


(18) To vigorously support and participate in local 
regional and national association activities. 


(19) To fight tooth and nail against the demon- 
stratedly wasteful expenditures of federal funds for 
the construction of homes. 

(20) To provide more and better goods and serv- 
ices for less money at higher real wages with fair 
profits. 

With such a program retail lumber and building 


products merchants will not have to play second fid- 
dle to any retailer on main street. 


EDITOR 














ALUMINUM WINDOWS ARE IN 


































N7\ 
More homes than ever 7 


The trend is to aluminum windows. More are 
being sold than ever before. An ever-increas- 
ing percentage of all windows sold are alumi- 
num windows. Alert dealers are cashing in on 
this new business. Are you getting your share? 

To be sure of continued sales and cus- 
tomer satisfaction, sell quality windows made 
of Aleoa Aluminum. Alcoa, pioneer in alumi- 
num research, has helped leading window 
manufacturers design and develop these new 
and better aluminum windows. 

For information on aluminum windows 
and the names of leading manufacturers that 
make quality windows of Aleoa Aluminum, 
write ALUMINUM COMPANY OF AMERICA, 
1755 Gulf Building, Pittsburgh 19, Penna. 
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LEADING MANUFACTURERS MAKE WINDOWS OF ALCOA ALUMINUM IN ALL STANDARD TYPES AND SIZES 


WN Recoy-W ALUMINUM “oe 
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Source Month a Previous 
Business or Economic Measure of Data Latest Month Previous Month Year Ago Month 
CONSTRUCTION ACTIVITY 
Permanent dwelling units stated (nonfarm) ...BLS 47,000 2-48 50,000 1-48 44,100 —6.0 
Construction expenditures (millions of dollars) .... ' i 
Total NOW CONBEFUCUION: «...cceiice crewecees BLS-Com. 959 2-48 *1,065 1-48 795 ——10:0 
Residential building (nonfarm) .................. 402 2-48. *479 1-48 317 —16.1 
Nonresidential building (nonfarm) ............... 323. -—-.2-48 *328 «1-48 292 AS 
OME COMBENOUIO os os ies ose oS Oskcesedaemasaeions 14 2-48 *14 1-48 10 +0 
All GUNG NEW CORBUPUCHION: oie oiscis 6 siciecesesinw sia sienss 220 2-48 *244 1-48 176 —9,.8 
Employment in contract construction industry (thou- 
BME. GL WOPMEEED 5 osciscisicceaiciesivc edie es seers BLS 1,607 2-48 *1,692 1-48 1,502 ae 
BUILDING TRADES APPRENTICES .......... ATS 
Se ios own 4h 86 bade Meieeeerd 4 114,882 2-48 115,093 1-48 93,035 —0.2 
WIND GUND noc oc ccc cncec canes ccoences 40,900 2-48 41,902 1-48 35,190 — 24 
MMMM: TENN a5 5305:6. 65s 09s ars anngug Tane% © Wid Gcdiiatata area lana 16,274 2-48 15,869 1-48 11,818 +2.6 
RIN ENNIS 5.x oo ooo siw wines) ars bee ahes 3 ais SoS 17,051 2-48 17,349 1-48 14,206 =e 
he i a ge eta 17,519 2-48 17,873 1-48 13,724 —2.0 
CGROP WIS TRIOS. aoc ioie ee sis ee ce wawesween 23,138 2-48 22,100 1-48 18,097 +4.7 
PRICES AND COSTS 
Residential building cost index 20 cities 
SE iow -ccnrevw. ores eons ereiatasios os *Boeckh 213.2 1-48 212.4 12-47 180.0 +0.4 
Average hourly earnings in private building 
Fema ee errors ten On ne wane Geen BLS - = $1.786 1-48 $1.774* 12-47 $1.594 +0.7 
Wholesale prices index, all commodities 
OI ooo Ginic vuln saisisrawmapeu ne leans BLS 160.7 2-48 165.6 1-48 144.5 —3.0 
Prices paid by farmers for building materials for 
OE: CRD vk 6 kcesinneevnscececns BAE 378.0 12-47 359.0 9-47 289.0 +5.3 
Prices paid by farmers for building materials for 
other structures (1910-14=100) ............ BAE 340.0 12-47 326.0 9-47 266.0 +4.3 
Wholesale price index lumber (1926=100) ....BLS 303.8 2-48 307.3 1-48 263.6 —1.1 
Wholesale price index lumber (1926=100) ....*BLS 367.1 2-48 377.1 1-48 333. —2.7 
Wholesale price index lumber, uppers 
CME a 6S iat crea 4 esos tion seera: aleve Gare So5 ei Seacwibie *BLS 308.3 2-48 313.2 1-48 236.0 —1.6 
Wholesale price index, steel 
oo J S=.,. a eee ee BLS 149.4 2-48 143.0 1-48 as +45 
Wholesale price index, cement 
i ee ee err eer eee BLS 127.2 2-48 126.4 1-48 109.9 +0.6 
Purchasing power of the dollar, wholesale 
CEE, scdtntadennteinecwae rasa oeues BLS  $0.622 2-48 $0.604 1-48 $0.692 +3.0 
Prices received by farmers 
| ETE He ee BAE — 262.0 2-48 307.0 1-48 279.0 —14.7 
Consumers’ price index (1935-39=100)......... BLS 167.5 2-48 168.8 1-48 153.2 —0).8 
Retail food price index 
CEE cieciaunenvavenaiverenawans BLS = 204.7 2-48 209.7 1-48 182.3 ~2.4 
Retail clothing price index " 
CS aaa BLS _199.1 2-48 192.1 1-48 181.5 +1.6 
Residential rent index (1935-39=—100).......... BLS 116.0 2-48 115.9 1-48 108.9 +0.1 
GENERAL BUSINESS MEASURES 
Retail dept. store sales index 
CN ora eras cng ai Sisioud wane sieibhoners Com. 283.0 2-48 283.0' 1-48 266.0 0 
Industrial production index 
CURRIER TOO) ao ein cee sce eam dlasasinee > omens FRB 193.0 2-48 193.0* 1-48 189.0 0 
Nonagricultural employment (thousands 
 ¢ 9 Sele BLS 145.0 1-48 149.0 12-47 150.0 —2.7 
Consumer installment credit (millions 
i 7 ere FRB 42,731 2-48 = 43,006" = 1-48 41,849 —0.6 
Freight carloading index 
SEE ie cincmaweniowincweses xaeaucare FRB 6,176 1-48 6,154* 12-47 4,048 +0.4 
Loans of reporting member banks 
(millions of dollars)..............ceeeeeees FRB 23,460 2-48 23,315 1-48 19,593 +0.6 
Bond yield, corporate high grade............ Treas. 2.84 2-48 2.85 1-48 2.48 —0.4 
— BAE: Bureau of Agricultural Economics, U. §&. 


*Revised since last issue. 
Source of Data: 

BLS: Bureau of Labor Statistics, U. S. Dept. of Labor 
BLS-Com: Joint estimate of Bureau of Labor Statistics and 
Office of Domestic Commerce, U. S. Dept. of Commerce 

ATS: Apprentice Training Service, U. S. Dept. of Labor 
Bocekh: E. H. Boeckh and Associates; used by special per- 
ssion. 


BUILDING Propucts MERCHANDISER 





As Compiled by American Lumberman & Building Products Merchandiser 


Agriculture 


Com: Office of Domestic Commerce, U. S. 


FRB: Federal Reserve Board. 


1Boeckh indexes are released monthly 


Percent Change from 


Year 
Ago 
+6.6 
+ 20.6 
+26.8 
+10.6 
+ 40.0 
+ 25.0 
+7.0 
+ 23.5 
+16.2 
+37.7 
+ 20.0 
+ 27.7 
+27.9 
+18.4 
+ 12.0 
+11.2 
+30.8 


+27.8 
+15.3 
+10.1 
+ 30.6 
+17.0 
+15.7 
—10.1 


—6.1 
+9.3 


+21 
lia 
42.1 
452.6 


419.7 
414.5 


Dept. of 


Dept. of Commerce 


for 10 types of 
construction in each of 39 areas, prepared on the basis of 
studies of actual building costs, and from current local data. 

2Prepared for AL&BPM from Bureau of Labor Statistics 
data, but these are not official BLS indexes. 
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UPSON DUBL-THIK Fibre-Tile Sas mo Cgual 


For Permanence at Reasonable Cost! 




















Don’t lose sales because of price! 


Upson Dubl-Thik Fibre-Tile can he bought 
and installed at a fraction of the cost of either tile 
or pre-finished tile-like materials. 





Its record of exceptional satisfaction covers 
tens of thousands of baths and kitchens—many 
for as long as 10 years. Remember these points: 


Upson Dubl-Thik Fibre-Tile is strong and 
rigid——5 plys of tightly compressed wood fibres, 
laminated to more than 14” thickness. Not thin, 
brittle, rough or spongy. Won’t crack, craze or 
loosen. Comes with specially treated, smooth, 
fuzzless surface ready to enamel in exact color 
customer chooses. You can sell the enamel too. 


Apply on furring over old plaster or direct 
to studs in new construction. Use Upson No. 2 
Fastener. Requires no visible face nailing. 


Prompt shipment can be made now. Call 
your Upson jobber or send the coupon below! 


_Easily Identified By The Famous BLUE Center 


THE UPSON COMPANY, Lockport, New York 





Vive 
UPSON 


( eniiaeat Send me descriptive literature on Dubl-Thik Fibre-Tile and Directions for applying. 


, PAN ELS” NAME 





STREET ADDRESS 
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Louisiana Lady 
IS A MASTER MERCHANT 


Miss Beth Campbell, who directs the operation of the Bogalusa Lumber com- 
pany Inc., says “It isn't what you do — It’s what you get done” that counts. 


GELLING BUILDING materials 
\ is usually considered a man’s 
job. True, some managers say their 
women clerks are doing outstand- 
ing sales work in wallpaper, paint, 
gifts and over-the-counter items. 

But when a young woman not 
yet 30 manages an enterprise do- 
ing an annual sales volume of al- 
most half a million dollars—that 
is news. 

Miss Beth Campbell is the name 
of the lady. The organization is 
the Bogalusa Lumber company, 
Inc., Bogalusa, La., a city of 15,- 
000. Miss Campbell, who is one of 
a few women in the United States 
to manage a major retail lumber 
concern with outstanding success, 
is the first of her sex to receive 
the title ““Master Merchant of the 

*Miss Beth Campbell shown with 
the exterior of the Bogalusa Lum- 
ber company. 


Light Construction Industry’ from 
AL&BPM. 


ESTABLISHED IN 1938 


SHE is the first to credit the 
well qualified department heads 
and sales personnel for the success 
the organization has achieved since 
it was organized 10 years ago. 
Founded as a manufacturing unit 
in 1938 with 15 men on the payroll, 
the company began contracting 
homes the following year, working 
out of an office (20x40) in the 
warehouse. 


A natural development was a re- 
tail organization to provide com- 
plete consumer service. A large 
open-front store, one of the most 
modern in Louisiana, was com- 
pleted in 1946 by Miss Campbell’s 
father who was killed shortly 
thereafter in an automobile acci- 
dent. 


Miss Campbell had given up col- 


GQ 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideos end inspiration te other reteilers 
in the industry. Only top-flight merchants will be fee- 
‘tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so thet it will teke 


many months to cover them all. 
Y 
ALLLILIIILILILLENLLN ES fbi 














lege to help her father when he 
opened his business. ‘Her salary, 
Miss Campbell recalls, was $3 per 
week for doing general clerical 
work. At the time of her father’s 
death she was manager of build- 
ing material sales. Today her 
title is vice president and treas- 
urer. Her job is to spark an or- 
ganization which reaches from the 
timber lands it owns to the com- 
pleted house which it sells. 

The overall personnel is now ap- 
proximately 150 people; 80 of 
these are employed in the lumber 
manufacturing plant across the 
road from the retail store. This 
mill turns out about 20,000 feet per 
day, which takes care of the local 
demand and several wholesale ac- 
counts in the larger cities of the 
state. Fifty men work in the 
woods cutting timber on the 3,000,- 
000-acre tract, mostly pine, owned 
by the company. Twenty people 


LOOKING toward the builder’s hardware and consumer service counter, left. Plumbing and electrical 
department, right, occupies a separate section in the store. 
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Sales Breakdown 
by Major Departments 


Bogalusa Lumber company, 
Inc., breaks its sales into the 
following classifications: lumber 
(including grades and mill op- 
erations); building materials; 

— paint wallpaper and 
ass. 

Overall volume for last year 
exceeded $400,000, a gain of 
about 25 percent over 1946. 
The greatest current problem, 
this company finds, is collec- 
tions. Nevertheless only one- 
quarter of one percent of the 
total volume has been charged 
off as uncollectable since Miss 
Campbell took over the direc- 
tion of the company. 

This is the company's sales 
breakdown by major depart- 
ments for 1947. 


Building materials 
Appliances . 
Lumber . 

Paint . 


a 
g 


$267,491.21 
61,665.45 
48,079.28 
28,098.31 


$404,354.25 











are kept busy in the retail depart- 
ment. Five salesmen work on the 
floor and one man is kept busy de- 
veloping outside sales, particularly 
the farm market. 
SELLS APPLIANCES 

IN ADITION to a complete line 
of general building materials, the 
store stocks appliances and is pre- 
pared to service them in a separate 
building for that purpose. There 
is a complete plumbing and elec- 
trical department. Special equip- 
ment for the farm trade includes 
such items as milk coolers, electric 


THREE key men in the organization are, left to right: L. E. Mattox, vice president in charge 
of the wholesade side; Robert B. Easterling, manager, appliance department; G. L. Cade, 
manager, building supplies sales 


churns, electric pumps, welding 
equipment and lawn mowers. 

Just as soon as commercial air 
conditioning equipment is avail- 
able, the store will handle that. 
Five jobs are already lined up. The 
store has a complete paint and 
wallpaper department and a com- 
plete line of builders’ hardware; 
also linoleum, hot water heaters, 
space heaters, office and attic fans. 
There is a special glass display 
case with hand drills, hammers, 
hatchets, calking guns and light 
carpenters’ tools. 


Bogalusa Lumber company has 
been active in the construction 
field since 1939. Last year it built 
or furnished almost 100 homes. 
Ninety-five percent of its construc- 
tion work is in the residential field, 
although it has handled a number 


of substantial commercial and _ in- 
dustrial jobs, too. Although the 
company subcontracts all plumb- 
ing, electrical and floor finishing 
installation, it is prepared to han- 
dle the rest of the job itself and 
sells the house as a packaged unit. 
Bogalusa’s own crew averages 25 
men and may go as high as 100, de- 
pending upon the amount of con- 
struction underway. 

Its own carpenter shop can sup- 
ply frames, window screens and 
millwork items. The company man- 
ufacturers its own mouldings, and 
it can also turn out custom items 
like cabinets and book cases. 


ARCHITECTURAL . SERVICE 
L. M. LITTLE is the on-site con- 
struction superintendent. The 
company has a flat charge of $35 
for drawing up plans for a stand- 


RECENT major commercial job, left, was this $60,000 brick funeral home. These two G.I. homes, right, 


were recently completed by the company. 


April 24, 1948, AMERICAN LUMBERMAN 








arge 
ade, 


sup- 
and 
1an- 
and 
ems 


“On- 
The 
$35 








ard two-bedroom house; this be- 
comes a part of the overall cost if 
the job goes ahead. A local drafts- 
man provides” service for’ the 
smaller houses while a New Or- 
eans architectural service is avail- 
able for major residential plan 
wi rk. 

Major construction jobs outside 
the residential field in recent years 
have included a large wholesale 
grocery warehouse and a_ large 
funeral home. Over a period of 10 
months the company renovated the 
railway stations, round houses and 
freight offices for the Gulf, Mobile 
and Ohio railroad on a cost-plus 
basis for a distance of 100 miles. 


— 


The company has furnished ma- 
terials for many owner-built homes 
and has converted a number of 
single-family dwellings into du- 
plexes besides numerous other jobs 
in the remodelling field. 


Contractors serviced by Boga- 
lusa are allowed a 10 percent dis- 
count on bills paid before the 10th. 


The company uses two _ local 
newspapers, one a daily and an- 
other a bi-weekly. It also sponsors 
the weather report twice daily over 
WIKC. The radio announcements 
are changed weekly. The general 
policy has been to advertise qual- 
ity lumber and building materials 
at the morning broadcast at 7:30 
and appliances in the afternoon. It 
is Miss Campbell’s belief that the 
radio reaches a good number of 
people that the newspapers do not. 
In addition the company sponsors 
two local bowling teams, appropri- 
ately named the Bogalusa Lumber 
company Jacks and Jills. 





The company’s fleet of 15 trucks 
are serviced and repaired in their 
own shop. Three of these are for 
the retail trade. 


PLANS ADDITIONAL WAREHOUSE 


ACROSS the street from the 
store are two warehouses in addi- 
tion to the mill. One warehouse 
(60x160) is for hardboards, mill- 
work and general building ma- 
terials; adjoining, is a warehouse 
(60x100) exclusively for lumber. 
Trucks may run the length of each 
warehouse permitting loading or 
unloading on either side. Miss 
Campbell expects to build another 
warehouse about 1950 adjoining 
the new store for plumbing mill- 
work and appliances. 


ah Bl S444 | 
i 1 err 


The new, attractive office added 
to the store building last year is 
30x40. Mrs. M. P. Mason, secre- 
tary, is also office manager. The 
accounts receivable system was in- 
stalled in 1946 and statements are 
ready at the end of each month. 


Miss Campbell does not spend all 
her time in the office. ‘She is al- 
most as likely to be found on the 
construction site or in the ware- 
house or shipping department. She 
is not above lending a hand when 
there is manual work to be done. 

“It isn’t what you do,” she says. 
“It’s what you get done.” 

However, there is nothing that 
fascinates her more than figuring 
a bill of materials—and finding the 
job paid off about as figured. 





PAINT and wallpaper sales constitute a substantial volume. 





MANUFACTURING plant of the company left, turns out 20,000 feet of lumber daily. Loading roofing, 
right, into a pickup in the building materials warehouse. 
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By GUS MEISSNER 


Technical Consultant 
























HE DEALER WHO seeks to 
cultivate the profitable pack- 
aged construction selling field must 
be in a position to estimate quickly 
and accurately all items (including 
labor and materials) that make up 
the light construction package, be 
it a new home, a barn, a remodel- 
ing job or a garage. In addition, 
he must be familiar with good con- 
struction practices so that he can 
supervise construction to the ex- 
tent that his customer will receive 
fair value for the money spent. 

Our last article in this current 
series covered sound construction 
practices for sills, joists, girders 
and sub-flooring. In this article, 
we will discuss the supervision of 
another important division of car- 
pentry—interior and exterior wall 
framing. How the dealer can de- 
velop unit price estimates for the 
various types of wall framing, to- 
gether with exterior siding, are 
covered in the estimating series of 
this issue. 

In constructing exterior walls, 
two primary types of framing are 
commonly used. One is the fa- 
miliar balloon type and the other 
is the platform type. Both have 
certain advantages and disadvan- 
tages, as will be seen by a review 
of the essential differences. 





























































































































































































































BALLOON-TYPE FRAMING 

BECAUSE of its wide spread 
acceptance, the balloon type will 
be discussed first. 

In ballroom construction, the ex- 
terior wall studs extend as a con- 
tinuous member from the founda- 
tion plate or sill to the top plate on 
the second floor. At the second 
floor joist level (or first floor ceil- 
ing level), a notch is cut into the 
stud to accommodate the 1x6 inch 
ribbon or riban board which, when 
nailed to the studs in the notched 
recess, acts as a bearing support 
for the first floor ceiling or second 
floor joists. 

Joists are spiked fast to the 
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Supervision of 
Package Construction 


Aou te Guild 


Sound Exterior and Interior Walls 


Choice of type of wall framing depends upon several factors. Safeguard 
the structure by observing recognized good construction practices. 


studs and an exterior frame wall 
of exceptional rigidity results. 
After erection, either horizontal or 
diagonal wood sheathing, struc- 
tural insulating board, or paper- 
backed metal fabric is applied, 
either of which increases the frame 
wall stability. 

Balloon framing is speedily 
erected and has high structural 
strength. Many local building 
codes insist on its use. 


PLATFORM FRAMING 

PLATFORM framing is quite 
different. The joists are laid first 
(usually on a box sill); the sub- 
floor is laid; the first story wall 
plates are laid; and then exterior 
wall studs extending to the ceiling 
are assembled with a double plate, 
the top of which forms the ceiling 
line. Second floor joists rest on 
the double plate, which is more 
substantial than the ribbon board. 

When the ceiling or second floor 
joists are laid on the wall plates, 
sub-flooring is placed to the outer 
wall line; second floor wall plates 
are set and studs cut to reach the 
required second floor ceiling height 
—when the two top plates are 
added. 

More labor, more lumber and 
less resistance to sway are among 
the weak spots in platform fram- 
ing. However, other factors offset 
these disadvantages. For example, 
practically all interior partitions 
are built in the same manner, with 
the end result that the same 
amount of cross grain lumber is 
placed in both interior and exterior 
walls. Thus, settling is equalized 
and floors and ceilings remain level. 

When balloon framing is used, 
the exterior walls do not shrink the 
same amount. As a consequence, 
many otherwise well built homes 
suffer from uneven floors. First 
floors may become as much as %4 
inch out of level, with the result 
that plaster cracks, doors sag and 
furniture leans away from exterior 





walls. Platform framing can use 
shorter lengths and thus save some 
expense. 

If balloon framing is used, a 
good precaution is to install jack 
screw girder posts instead of the 
conventional lally columns or other 
girder supports. Periodic adjust- 
ment of these jacks will maintain 
original floor levels. The _ slight 
added material expense is more 
than justified in the saving of re- 
pairs and maintenance. 

SAFEGUARDS 

TERMITE prevention—many lo- 
calities suffer from termites and, 
because the trouble is so wide 
spread, simple inexpensive precau- 
tionary measures should be _ ob- 
served as an added insurance to 
protect the owner-customer and 
the financing agency, as well as re- 
lieve the lumber and building prod- 
ucts merchant from accruing an- 
noying and expensive complaints. 

Several successful preventative 
methods are available. Some de- 
gree of protection can be gained 
by soaking the wall sills in creo- 
sote before laying. The _ surest 
method is to use pressure-treated 
lumber. Several types that are 
clean, odorless and easily worked 
are available. 

Such treated lumber is_ thor- 
oughly impregnated with salt-type 
chemicals by pressure and heat at 
commercial treating plants. Thus, 
the odor and objectionable working 
characteristics of creosote oil pre- 
servative are eliminated and the 
performance of the treated ma- 
terial can be relied upon for many 
years to come. Metal termite 
shields are among other protection 
methods used. 

In localities where dwellings are 
supported by posts or piers, shal- 
low containers, such as the section 
of an oil or grease can, are placed 
upon the pier or post. The sill is 
supported by a block placed in the 

(Continued on Page 30) 
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DRAMATIC use of charts by Roy Wenzlick helped emphasize the highlights of his convention talks. 


WENZLICK PREDICTIONS 


Real estate analyst says the post-war building boom is 
over; highlights from his speech to retail conventions. 


OY WENZLICK, real estate analyst, St. Louis, 

Mo., has addressed retail dealers for many years 

at their conventions. Because of current market con- 

ditions, what he had to say this year was unusually 
timely. 

Below are some of the highlights from his speech 
this year. 

The postwar building boom has passed. Fewer 
dwelling units will be built this year than in 1947, 
despite government forecasts to the contrary. About 
800,000 units this year and 750,000 in 1949. The 
bottom of the current construction boom based on past 
records will be in 1955. 

Drop in lumber prices of 25 to 30 percent is a possi- 
bility. Not this year, perhaps, but in the not too dis- 
tant future. Other building materials will drop at 
ihe same time. 

PRICES HEADED DOWNWARD 


WE ARE close to the top in construction costs and 
entire inflationary market. Most forces will be work- 
ing to bring prices down from here on out. 

This year will be a good business year. Neverthe- 
‘ess, IT would buy hand-to-mouth. Watch inventories 
and credits closely. 
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I don’t believe Truman will go back. Regardless 
of who is elected, the effect will de deflationary. Be- 
tween now and election, Truman will use all govern- 
ment credit possible to stimulate business. If he is 
elected he will have shot his wad. The new adminis- 
tration will be elected on a platform of economy. It 
will not have stimulation from additional government 
business. 

The Marshall Plan will stimulate business. It will 
make the business decline less precipitous than other- 
wise. Can we afford it? Yes. It’s a gamble, but it’s 
a wise gamble for us to take. 

When prices of new homes decline, GIs will eventu- 
ally find they can build a new home for less than they 
owe on their old one. The drop in value will exceed 
the rate at which the GI will be paying off his loan. 
Will GIs be foreclosed? No. I think the government 
will bail them out. I see a repetition of the HOLC. 
Many of the loans made in the last five years would 
not have been made at all if they were not govern- 
ment-insured. They were not safe loans. 

Four percent money is over for awhile unless some 
artificial method is adopted to hold prices down. 

Foreclosures will go up when the home owner 
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finds it costs less to build a new 
home than pay on the old one. 
There is too much unwilling own- 
ership——people who would have 
preferred to rent if space was 
available. I believe these prop- 
erties will be taken over by FHA. 

Labor construction costs will not 
drop in the period immediately 
ahead. We will see a tremendous 
increase in business efficiency in 
the period just ahead. We will 
also witness a lot of non-union 
labor when business conditions get 


tough. 
Farm values are near their 
peak. Seven of 10 farms in the 


United States are clear of debt. I 
don’t think we will see the col- 
lapse in farm values of 1920-1921. 
However, if I owned farms not op- 
erated by myself, I would sell 
them; if I owned any real estate I 
wasn’t occupying myself, excepting 
some city office buildings, I would 
sell it. Speculative building is 
gone now. 

The time is coming when cash 
will have a great deal of value. 

OPPOSES W-E-T BILL 

I AM opposed to the W-E-T bill 
because of the length of the loan 
it would authorize. I don’t be- 
lieve any amortized loan can be 
made for 32 years or longer. It 
will be paid off so gradually that 
the replacement cost of the new 
building will exceed the amount of 
the loan. 

How high will interest rates go 
before money becomes available to 
stimulate business? Loans made 
at four percent will go to five; 
those made at five will go to six. 

Purchasing power of the people 
will limit the amount of building 
we will do. I don’t believe we will 
build a million homes this year. 
Real demand, housing or otherwise, 
is demand for something people 
can afford to buy. 

A depression is not inevitable. 
However, I don’t think we will take 
steps to prevent it. 





How to Build Sound Walls 
(Continued from Page 28) 
container, and any heavy viscous, 
semi-liquid such as asphalt or tar 
is poured into the container. This 
elastic, sticky medium will entrap 
any kind of crawling insect, such 
as ants, termites, roaches, beetles, 

ete. 
HEADERS IN FRAME WALLS 
GREATER strength and free- 


dom from cracks in plaster can be 
effected by placing all header units 
on edge and supporting these to 
the solid floor or joist by continu- 
ous window or door opening studs. 
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Frequently 2x4’s are laid flat in 
openings up to three feet; inevi- 
tably trouble results. 

Openings over three feet in 
width should have strut braces, in 
addition to the headers placed on 
edge, in order to divert the load to 
the bearing supports. The little 
extra labor required will be amply 
compensated for by the absence of 
future trouble. 

Nailing sub-floors — To prevent 
annoying squeaks after the fin- 
ished floor is laid, adequate nailing 
of the sub-floor and insistence that 


Wi 
! 
wa 


maper support. 
Mboards at least three. 


inadequately nailed finish floor, 
Once squeaks develop, it is exceed- 


Eight or ten inch 


Securing bridging—Immediately 


iMafter the sub-floor is laid, the un- 


inailed ends of bridging should be 
Mfirmly driven into place and well 


Srinailed to insure rigidity. 


Nailing supports — At all inner 


ieand outer vertical corners and also 
Aly ae 

® at ceiling angles, properly secured 
i nailing supports to receive plaster 


7) 


each board end centers on a joist 
will pay ample dividends. ). and 

Squeaks 
nailed sub-floor and also from an 


closet should be 


start from a_ poorly 


dly plaster base is given. 








Here Is Your "Watch Out" List. 


Make sure straight studs are selected, especially arourid openings. 


2. Be sure warped, undersized, or badly knotted or short units are used 
as plate members where they can be securely nailed. 

3. Be sure headers are installed edgewise and brace struts are used 
where opening width exceeds three feet. 

4. See that plate ends center on supporting stud. 

5. Be sure that lateral bracing or bridging is uniform, level, and ap- 
proximately half-way between floor and ceiling. 

6. See that all nailing supports are in place, particularly in bath rooms 
and kitchens. 

7. Maintain uniform heights for switch and outlet supports (uniform 
acceptance of I5 inches above finished floor for outlets and 50 
inches for switches is being currently recommended). 

8. See that sub-flooring is securely nailed two to each six-inch board 
at each bearing and three nails for boards which exceed six inches. 

9. Be sure that all board ends are squared and center on supporting 
member. 

Protect against termites and wood decay fungus. 

. Securely brace all interior and exterior walls with diagonal members 
until sheathing extends to them. 

12. Check each wall, particularly over week ends or when storms occur, 
to ascertain that it is plumb, level, and square before anything is 
added or attached to it. 

13. Be sure window and door openings correspond with frame sizes 
shown on plans. 

14. See that bridging between joists is securely nailed in place after 
the sub-floor is laid. 

15. See that framing is installed around chimneys to avoid the peril of 

laster failure at angles where masonry and framing join. 

16. Be sure that all grounds are in place and are level, straight and true 
before plaster base is applied. 

17. See that any waste, heating or water lines are installed with the 
minimum of cutting and weakening of joists, and that proper pre- 
cautions to install supporting headers at such weakened points are 
carefully followed. 

18. Be sure that no masonry, such as chimneys and fireplaces, rests on 
or is supported by the framing (most codes prescribe a two-inch 
framing clearance). 

19. Make sure that any dome dampers and chimney clean-out doors are 
kept open to permit removal of any short ends which may be acci- 
dentally or purposely dropped by mischief makers to clog such 
openings. 

20. 


Be sure that uniform 16 inch c.c. spacing is carried throughout, not- 
withstanding accidental fractional spacing required for wall end or 
room angle termination. 


fii base are most essential. Each room 
carefully 
‘checked before the approval to ap- 
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Estimating of 
Package Construction 





Unit Prices for Wall Framing 


AL&BPM’s technical consultant describes how dealers can package price bal- 


latte 


itform type wall framing, door and window openings and siding. 


HE DEALER WHO seeks to we will deal with both balloon- and 


develop packaged price esti- platform-type outside and _ inside 
mates for new homes, remodeling wall framing. Local codes differ. 
and other light construction soon Some prefer the balloon type, 
finds that estimating of carpentry others the platform type. 
items constitutes a major share of Balloon-type wall framing, the 
his work in this phase of his op- type most commonly used, may 
erations. vary in height from 10 to 20 feet. 
Our last article covered estimat- Distinguishing features of this 
ing of girder, plate, joist and sub- type of construction are covered in 
floor construction. In this article the accompanying article on super- 





No. 2A—Carpenter Contractor's Unit Price Chart for Platform Framing 
(2x6 inch Studs) 


Per 100 Square Feet Per 100 Square Feet 
Wall B.M. Nails Labor Material Labor Total 
Height Required lbs. Hours Price Price Price 
4 ft. 168.0 2.5 1.42 $ oe $ 
5 ft. 150.0 2.5 1.42 $ oe $ 
6 ft. 134.0 25 1.45 $ . $ 
7ft. 132.0 2.5 1.45 $ $.. $ 
8 ft. 129.0 2.5 1.50 $ $.. $ 
9ft. 122.0 2.5 1.54 $ $... $ 
loft. 119.0 2.5 1.60 $ e.. $ 











No. 3—Carpenter Contractor's Unit Price Chart for Door and Window 


Openings 
Door Openings—Includes double headers and door studs 
B.M. Added 
To Gross Nails Added Material Labor Total 
Width WallArea Ibs. Labor Hours Price Price Price 
3 ft. 15.0 1.0 .65 arene $ . oe 
5 ft. 17.0 1.5 .70 $ $ is 
7 ft. 19.0 1.5 75 re een , re 


Window Openings—Includes double headers, sills, cripples, and window studs 
(2x4 inch headers up to 3 ft., 2x6 inch up to 5 ft., 2x8 ft. over 5 ft.) 


B.M. Added 
To Gross Nails Added Material Labor Total 
Width WallArea Ibs. Labor Hours Price Price Price 
3 ft. 20.0 2.0 1.10 eee $.. $ 
5 ft. 20.0 2.0 1.25 ae S. $ 
7 ft. 31.0 2.5 1.40 $.. $.. $ 
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vision of package construction 
which appears in this issue. 


BALLOON-TYPE FRAMING 

EXTERIOR walls are custom- 
arily estimated on a square foot 
basis. As the height of balloon- 
type wall framing may range from 
10 to 20 feet, a typical unit price 
request which lumber and _ build- 
ing products merchants can send 
to carpentry contractors should 
cover 10, 12, 14, 16, 18 and 20 feet 
heights. The price request should, 
of course, be accompanied by the 
dealer’s current prices for lumber, 
boards, nails, etc. (with prices ad- 
justed to allow for quantity dis- 
counts on whole house jobs). 

As explained in previous articles 
in this current series, price infor- 
mation obtained from the dealer’s 
contractor associates can be placed 
in flexible combinations on 3x5 
inch cards that can be indexed for 
ready reference to help the dealer 
rapidly develop an estimate for 
packaged construction. 

The No. 1 Unit Price chart 
shown in this article covers wall 
heights from 10 to 20 feet. The 
number of feet of material and the 
labor hours required per’ 100 
square feet are based on actual 
field tests made on over 3000 jobs. 
It should be noted that the amount 
of the material and the hours of 
labor decrease per square feet as 
the wall height increases, because 
of the greater ratio of wall area 
to plate lengths. 

The dealer can send this price 
request chart to the contractor 
without including the figures for 
material footages, labor hours and 
nail quantities. The unit prices re- 
ceived from the contractors can be 
compared with the figures with- 
held. 

PLATFORM-TYPE FRAMING 


UNIT Price Chart No. 2 is for 
platform-type exterior walls. This 
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type of framing, discussed fully 
in the supervision series article in 
this issue, consists of a single bot- 
tom plate and a double top plate 
with stud lengths which, when 
added to plate thickness, will con- 
form to the specified ceiling height 
as shown on the plan. The single 
plate is usually placed on top of 
the sub-floor or, where a single 
floor is used, on top of the joists. 
The top of the upper double plate 
supports the second floor, or ceil- 
ing joists, and also the rafters 
(depending upon whether one or 
two-story dwellings are built). In- 
terior partitions are similar to ex- 
terior platform-type framing and 
are treated as one unit in the 
price chart. 


Unit Price Chart No. 
on 2x4 inch studs. Frequently, in 
order to enclose plumbing lines, 
2x6 inch partitions are required 
tc provide clearance in order that 
soil pipe hubs will not project be- 


2 is based 


yond the finished plaster. Unit 
Price Chart No. 2A is based on 


2x6 inch studs. 


Unit Price Chart 
window and door 
speed “take-off” walls, either in- 
terior or exterior, can be quickly 
figured on the basis of the gross 
square feet area, disregarding door 
and window openings. Additional 
material and labor required for 
openings can be determined with 
Unit Chart No. 3. Door and win- 
dow openings are the same for 
both balloon and platform construc- 
tion. 


No. 3 covers 
openings. To 


SOUTHWESTERN CONSTRUCTION 


IN ADDITION to balloon- and 
platform-type wall framing, it is 
the practice in some sections to 
apply sheathing on the inside of 
exterior walls and on the under- 
side of joists. This is termed 
Southwestern construction and, in 
effect, it provides a solid boarded 
interior wall and ceiling surface 
in each room. The application of 
“painters” cloth and wall paper 
completes the interior surface. 


In such construction where the 
sheathing is applied to interior 
walls and ceilings, the labor per 
100 square feet should be _ in- 
creased 40 percent to compensate 
for the extra cutting and han- 
dling. Interior partitions should 
be figured to include two sides or 
a doubling of the normal amount 
for one side. Waste will be the 
same (figured on exterior dimen- 
sions). In rare instances, sub- 
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flooring as well as sheathing ap- 
plied to the under side of joists 
may be specified. In such event, 
double the amount of sub-flooring 
and, by preparing another pricing 
card, provide for this contingency. 
Lateral intermediate bridging may 
be omitted on this type of frame 
wall. 

The sub-floor material and labor 
quantities described in our 
article also apply to wall sheath- 
ing. To complete the package com- 


last 


bination for exterior walls, it is 
necessary to add either siding and 
paint, shingles and stain, stucco, 
brick veneer or asbestos shingles, 

Unit Price Chart No. 4 covers 
wood siding, wood shingles and 
asbestos cement shingles. Paint, 
stain, brick veneer and stucco will 
be dealt with separately in a fu- 
ture article. Our next article in 
this estimating series will consider 
door and window frames, cornices, 
rafters, roof decking and roofing, 





for waste. 
for openings should be added separately) 


Per 100 Square Feet 


Wall B.M. Nails Labor 
Height Required Ibs. Hours 
10 ft. 81.5 25 1.69 
12 ft. 78.0 2.5 1.50 
14 ft. 76.0 25 1.44 
16 ft. 74.0 2.5 1.21 
18 ft. 73.0 25 1.14 
20 ft. WS 2.5 1.08 


No. |—Carpenter Contractor's Unit Price Chart for Balloon Framing 


Includes lateral bridging or “fire stops," triple studs or 4x6 inch corner posts, 
double top plates, Ix6 inch ribbon board and nails. 


Ten percent allowance is made 


Walls should be figured solid without openings (extra material and labor 


Per 100 Square Feet 


Material Labor Total 
Price Price Price 

$ $ $ 

$ $ $ 

$ $ $ 

$ $ $ 

$ $ $ 

$ $ $ 





Per 100 Square Feet 


Wall B.M. Nails Labor 
Height Required Ibs. Hours 
4 ft. 112.0 25 3.07 

5 ft. 101.0 a5 2.46 

6 ft. 89.0 2.5 2.20 

7 ft. 88.0 25 1.94 

8 ft. 86.0 25 1.82 

9 ft. 81.0 25 1.54 
10 #t. 79.0 25 1.43 


Material 


PAAAAOHH 


No. 2—Carpenter Contractor's Unit Price Chart for Platform Framing 


Includes 2x4 inch triple studs at corners (double at angles), single bottom and 
double top plates. Ten percent allowance is made for waste. 


Per 100 Square Feet 
Labor 


Price 


Total 


Price Price 


PAAAHHH 
PAAAHwHH 





Includes allowances for waste. 





(Deduct openings over 7 square feet.) 
percent to wall area for starting courses when using wood siding and wood shingle 


No. 4—Carpenter Contractor's Unit Price Chart for Siding 


Add five 


siding. i ¢ 
Per 100 Square Feet Per 100 Square Feet 
B.M. Nails Labor Material Labor Total 
Size Required lbs. Hours Price Price Price 
Wood V/ox4 in. 153 1.7 4.3 es $ Ss 
Bevel '/5x6 in. 140 1.6 3.8 oe $ ..... 
Siding 3/4x Bin. 140 1.4 3.5 ae $ . 
3/4x10 in. 130 1.0 3.5 $.. $ $. 
3/4x12 in. 126 1.0 3.5 . $ . ee 
Wood 
Drop 1x6 in. 121 ‘2 3.0 7... ae S... 
Siding 1x8 in. 119 10 30 §$ $ $ 
Wood Exposure & 
Shingle Bundles 
Siding 16in. 5/2 5 in. 4.0 2.0 5.0 e... $ Ss... 
16in. 5/2 7 in. 2.9 1.5 3.5 $ $ . 
18in.5/2/4 5'/in. 4.0 2.0 4.5 $. $ 2: 
18 in. 5/24 Bin. 2.8 1.5 3.0 . ee . ee *:.. 
24in.4/2  10in. 3.0 15 25 8 § $ $... 
Asbestos 
Cement 
Shingle 12x24 in. 1lO0in. 3.0 1.5 3.0 ee a $ 
Siding 8x24 in. 6!/ in. 3.0 2.0 4.0 $ $ $ 
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A MONTHLY REPORT OF THE 
NRLDA AND ITS 32 FEDERATED REGIONAL ASSOCIATIONS 
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ACTIVITIES OF THE 





PROPONENTS OF PUBLIC HOUSING REDOUBLE 
THEIR EFFORTS TO PUSH W-E-T BILL THROUGH 


H. R. (Cotton) Northup cites statistical studies 
fo prove fallacy of their several arguments. 


EVERY YEAR since 1945 a public housing biil of some type has been 


presented to Congress. 


It is noteworthy that each year the bill has been 


substantially the same in content, and that each year it has failed to pass. 


However, efforts to have this year’s 


version, the Wagner-Ellender-Taft 


bill, passed during this session of Congress have been redoubled and we 
are forced to point out again the reasons why its passage would be 


unsound. 

Private industry and the pro- 
ponents of these bills agree on the 
objectives of these bills. We have 
only disagreed with them as to the 
best and least expensive means of 
reaching those goals. Private in- 
dustry has never disagreed with 
the argument that decent housing 
should be provided for all Ameri- 
cans. That is, after all, the sole 
purpose of our entire building in- 
dustry. We have only stated that 
the job should be done by the build- 
ing industry with private capital 
and not with Federal funds at the 
expense of the taxpayer. 

Public housers consistently state 
that private industry is not doing 
the job simply by providing more 
houses for those who can afford 
them, a practice which makes avail- 
able the houses these families va- 
cate for those in the lower income 
brackets who cannot afford new 
homes. They contend that the “fil- 
ter-down” system of providing 
houses is not a good system, and 
that new homes should rather be 
built specifically for those members 
of our society in the low income 
brackets and paid for out of Fed- 
eral funds. Public housing sup- 
posedly would accomplish this pur- 
pose, but even should this be true, 
ii is rather like insisting that 
vater won’t reach the bottom of 
the bucket if you pour it in the 
‘op. In addition, it is a more ex- 
pensive process. 
| Like all housing built by private 
industry, public housing must also 
deteriorate and require repairs in 
rder to keep it in habitable condi- 
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tion. When private industry builds 
a home the initial cost as well as 
the cost of maintenance and repair 
are both financed by private capi- 
tal at no added cost to the tax- 
payers of the country. 
TAXPAYERS’ BURDEN 

When the Federal government 
builds a public housing project, no 
property taxes are collected, and 
both the initial cost and the main- 
tenance cost must be borne by the 
taxpayer. This addition to the 
taxpayers’ burden may rise to sur- 
prising amounts before the public 
housing project has reached the 
60 years usually computed as the 
normal life of a house. 

According to J. H. Deckman, 
chairman, Housing and Rent Con- 
trol Committee, Federation of Citi- 
zens Association of Washington, a 
public housing project in Balti- 
more erected at a cost of $6.7 mil- 
lion doJJlars in 1941, was in need 
of major repairs costing approxi- 
mately $1.3 million dollars at the 
end of four years. Over the 60 
years, then, at its present rate of 
deterioration, this one project 
alone will require an additional 
$19.5 million dollars for repairs 
alone if it is to be kept in a habit- 
able condition—adding to the bur- 
den of the taxpayer. Even during 
the 40-year amortization period 
usually provided in Federal loans 
for public housing, the repairs for 
this project will be approximately 
$13. million. If the repairs are 
not made, the entire project will 
become a slum area. 

Add to this the computation 


made by Rufus Lusk, president, 
Washington Taxpayers Association, 
which showed that it cost the pub- 
lic, exclusive of indirect taxes, 
$11,700 to house one family dur- 
ing the projected 60-year life of 
a public housing project, and you 
have one of the soundest reasons 
for private industry’s contention 
that public housing is more costly 
to the public than privately built 
housing. 
NEEDY GROUP SMALL 


All this added cost might be 
worth while if the public housing 
projects so erected actually pro- 
vided homes for those unable to fi- 
nance better housing for them- 
selves. However it is generally 
agreed that not more than 25 per- 
cent of the tenants of a public hous- 
ing project may be of the indigent 
group, since it takes normal eco- 
nomic rents paid by 75 percent of 
tenants to pay for the operating 
and service costs not included in 
Federal subsidy payments. 

During today’s period of high 
economic level and corresponding 
high wages, there might even be a 
question whether the lower 20 
percent income group could not af- 
ford better housing. In 1945, in 
the District of Columbia, this 
lower 20 percent was said to in- 
clude all those making $2,000 a 
year, or less. Today the Census 
3ureau states the 20 percent in- 
come bracket in this area includes 
all those making $2,310 or less. 

It is a generally accepted rule 
that a family can afford to buy a 
house costing 2!» times its annual 
income, and 53 percent of the 
homes built by private industry in 
1947 were priced at levels which fit 
the incomes of families having in- 
comes of $1,000 to $3,000. An- 
other 43 percent fit families with 
incomes of between $3,000 and 
$5,000 and the remaining 14 per- 
cent were priced to fit family in- 
comes of over $5,000. 


33 












































owe 












Some Feuts On 





How to Handle Credit and Collection Problems 


Hawley W. Wilbur, president, Wilbur Lumber company, West Allis, Wis., 
offers some suggestions that have proven valuable in his own business. 


AWLEY W. WILBUR, presi- 
dent, Wilbur Lumber com- 
pany, West Allis, Wis., was a fea- 
tured speaker at several retail con- 
ventions this past season. Speak- 
ing informally on the topic, Some of 
My Experiences May Help You, 
Mr. Wilbur made some points about 
credits and collections and handling 
customers that will bear repeating. 
Here are nine guideposts in the 
matter of credits suggested by Mr. 
Wilbur: 


1. BEWARE the man with a 
good steady job who asks for credit. 
The very fact that he has a “good 
steady job” makes it easy for him 
to get more credit than he can 
handle. Sell this man on install- 
ment financing. If his credit is 
good he will get the loan and you 
will get the cash. 


2. BEWARE the credit cus- 
tomer too easily sold. Price, qual- 
ity and terms mean little to those 
who do not expect to pay. 


3S. BEWARE the man_ who 
comes loudly knocking a competi- 
tor. Perhaps he has exhausted his 
credit elsewhere. Business rivalry 
can be the dead beat’s best friend. 


4. BEWARE the _ household 
where there is domestic conflict. 
Many an orphaned bill has been left 
on the merchant’s doorstep by the 
divorce court. 

5. BEWARE the lawyer or 
preacher who are slow to pay. The 
former thinks he is too slick to be 
made to pay; the latter thinks it is 
uncharitable to ask him to pay. 


6. BEWARE the tenant or any 
man who asks credit in the name 
of another. Get a written order 
and play safe. 


7. NEVER tell a man he can pay 
“whenever he gets ready.” That 
time may never come; the bill is 
never due and it would be a breach 
of faith to ask him until he is 
ready to pay. 


8. HAVE customers sign re- 
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HAWLEY W. WILBUR addressing Louisiana 
convention in New Orleans. 


ceipts for delivery of materials. 
Most disputes can be avoided or 
settled with such evidence. 

9. WOMEN are more _ honest 
than men, but the female dead beat 
is the worst of the species. 


HANDLING COLLECTIONS 


ON THE subject of collections, 
Mr. Wilbur made the following 
suggestions: - 

1. Keep monthly revised list of 
all past due accounts on your desk. 
Study it daily. 

2. Bill each account at least 
monthly. 


> 


3. When an account is past due: 
(a) Ask for it in person (don’t 
say, “I came to see you about your 
account,” but, “May I have your 
check?”) (b) Write a letter and 
follow up in 10 days. 


4. Always get a definite prom- 
ise. Note it in the presence of 
customer and on your daily calen- 
dar. Follow up promptly. 


5. Get part payments, no mat- 
ter how small. 


6. When 120 days old, send the 
bill to your association collection 
agency. 

7. Always call attention of cus- 
tomer to agreements made at the 
time of sale. 


8. Notify customer a few days 
vefore the date of his promise to 
pay. 


9. Read trade journals for ef- 
fective collection letters and ideas. 


10. Use the telephone, not to 
dun, but to ask debtor to call at 
your office. 


11. If debtor is out, leave word 
who called and that you will call 
again, 

12. Many collection agencies 
overcharge, skim off the cream and 
are unreliable. Consult your lum- 
ber dealer’s association. 


DEALING WITH THE HOME BUILDER 


IN DEALING with the prospec- 
tive home builder, Mr. Wilbur has 
the following advice for dealers: 

“Don’t tell your customers that 
36 billion feet of lumber were pro- 
duced in 1947—about three times 
the 1932 rate. Don’t tell them that 
800,000 houses were built or started 
in 1947. Your customer is not in- 
terested in these large figures. He 
wants to know about his particular 
job. He wants to know these facts: 

1. How much? 

2. How dol pay? 

3. When do I get the materials? 

4. How long would it take to 
build? 

5. Who will finance me? 

6. Where can I get a contractor? 

“We dealers should be prepared 
to answer these questions promptly 
and intelligently and in a language 
and at figures the average cus- 
tomer can understand. We. all 
know that a house costs about 
double what it did in 1939. What 
are the reasons? Inflation: more 


(Continued on Page 40) 
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Louisiana... 


Results of actual construction studies of Industry- 
Engineered home outlined by Prof. William H. Scheick. 


OP-FLIGHT SPEAKERS from 
inside and outside the light 
construction industry, plus displays 
of building materials by 60 exhibi- 
tors and co-operators, attracted 
more than 400 Louisiana dealers to 
the 28th annual convention of the 
Louisiana Building Material Deal- 
ers association at the Jung hotel 
in New Orleans, March 17-18. 

J. Frank Carroll, The Carroll 
Lumber company, Alexandria, was 
elected president to succeed E. G. 
Boh. Ivy C. Jordan, Superior 
Lumber company, Monroe, was 
named first vice president; Roland 
Privat, Privat Brothers, Rayne, 
was elected second vice president. 
Re-elected were George E. Knoop, 
New Orleans, as treasurer and 
R. Needham Ball, Baton Rouge, as 
secretary-manager. 

Full reports of two of the major 
speakers will be carried as separate 
articles in AL&BPM. These are 
llawley S. Wilbur, president, Wil- 
bur Lumber company, West Allis, 
Wis., who spoke informally on the 
subject, Some of My Experiences 
Vay Help You, and Roy Wenzlick, 
St. Louis real estate analyst who 
talked on Realty and Building 
liends for the Coming Year. 

New Orleans’ young Mayor de- 
Lesseps S. Morrison not only 
orought the city’s traditional wel- 
come to the dealers, but outlined 
what his city is doing to provide 
additional housing. He said neces- 
sary facilities are being provided 

the way of utilities and drain- 


SUILDING Propucts MERCHANDISER 


age for 6,000 new units this year. 
Mayor Morrison urged dealers in 
their own localities to give thought- 
ful consideration not only to new 
building but to slum clearance, 
since these areas draw heavily on 
city services, are hot beds for 
breeding criminals, and otherwise 
provide a heavy burden for the tax- 
payer. 
PRESIDENT BOH REPORTS 
PRESIDENT BOH in his re- 
port urged dealers to do their part 
in opposing legislation intended to 
harm the building industry. 





“He (Secretary Ball) must have 
the support and co-operation of all 
members when called upon and you, 
in turn, must make it your duty 
to advise your representative of 
your opposition to these measures.” 

H. R. (Cotton) Northup, sec- 
retary, National Retail Lumber 
Dealers association, spoke on 
Washington Is Your Business. 
This year will be a good year for 
the industry, predicted Mr. North- 
up, provided: 

1. Freedom from 
cantrols is continued, 

2. Building materials output 
continues to increase. 

3. There is no shortage of man- 


government 


power. 
4. Adequate financing is avail- 
able. 
Financing, Mr. 


Northup _indi- 





LOUIS!ANA‘s new officers, left fo right: E. G. Boh, Frerichs Lumber company, New Orleans, 

retiring president; Roland Privat, Privat Brothers, Rayne, second vice president; Ivy C. Jordan, 

Superior Lumber company, Monroe, first vice president; J. Frank Carroll, Carroll Lumber com- 

pany, Alexandria, president; George E. Knoop, New Orleans, treasurer; R. Needham Ball, Baton 
Rouge, secretary manager. 


35 








cated, is now one of the major 
problems confronting the industry. 
He cited figures to answer charges 
that most of the homes being built 
are for high-income groups. He 
said 28 percent were built for wage 
earners with an annual income un- 
der $2,000 while 23 percent were 
constructed for home owners with 
incomes ranging between $2,000 
and $3,000. Only 14 percent for all 





MAYOR delesseps S. Morrison presents the 
key to the city to retiring president E. G. 
Boh 


homes erected sold for more than 
$12,500. 

J. H. Hough, representing the 
Southern Pine association, ap- 
peared in place of W. Howard 
O’Brien, who was unable to attend. 
Mr. Hough stressed the advertising 
service—newspaper and radio 
available to dealers by Southern 
pine. 

“With our forests growing near- 
ly 200 billion feet of Southern pine, 
the supply will continue adequate. 
Each day over 35 million board 
feet of saw timber is being added 
to Southern pine growing stock. 

“Do not be misled by stories of 
timber famine which skillfully 
avoid reference to the progress in 
reforestation, forest fire control, 
tree farm movements and other 
steps to assure future timber sup- 
plies.” 

The annual banquet held on the 
roof garden of the Jung was a bril- 
liant conclusion to the first day’s 
program. Dancing and a spectacu- 
lar floor show were entertainment 
features. 


Incoming President J. Frank 
Carroll was chairman of the follow- 
ing morning’s convention session 
which opened with a talk by Mr. 
Wenzlick. Edward G. Gavin, edi- 
tor, American Builder, was a last- 
minute substitute for George A. 
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Bowie, Firestone Tire and Rubber 
company, who was unable to ap- 
pear. 

Mr. Gavin urged dealers to start 
thinking as an industry rather 
than as a segment of the construc- 
tion industry and thereby provide 
a united front against proponents 
of socialized housing. 

Ivy C. Jordan, newly-elected first 
vice president, was chairman of the 
business session following the 
luncheon. 

SCHEICK SPEAKS 

FEATURE of the final conven- 
tion session was presentation of 
the Industry Engineered home pro- 
gram by William H. Scheick, co- 
ordinator, Small Homes council, 
University of Illinois, where six 
I-E homes are being built as ex- 
periments in time and _ motion 
studies. He showed colored slides 


of the homes now being built, illus. 


trating various short cuts in con- 


struction and architectural advan- 
tages of modular coordination. 

Savings by pre-cutting materials 
in the yard have proven consider- 
able, Professor Scheick said. This 
development may tend to put the 
lumber dealer in a semi-prefabing 
business, he added, urging dealers 
not to shy away from this angle, 

Additional savings have been ef- 
fected in time and materials by 
building gable ends on the job; 
storage on site; laying entire floor 
at one time (carpenters dislike this 
dvelopment, since they must re- 
main in one position too long); 
ceiling goes on before interior par- 
titions are erected, enabling the in- 
terior to be used as a workshop; 
truss roof makes it possible to en- 
close without partitions. 





Mississippi . . . 


Convention in Biloxi adopts resolution opposing 
T-E-W bill; B. W. McClanahan elected president. 


ESOLUTIONS condemning the 
T-E-W bill and urging im- 
partial taxation of all industries, in- 
cluding co-operatives, were among 
those adopted by Mississippi deal- 
ers attending the 22nd annual con- 
vention of the association at the 
Buena Vista hotel, Biloxi, March 
11-12. 

B. W. McClanahan, D. S. Mce- 
Clanahan & Sons, Columbus, was 
elected president succeeding R. B. 
Vaughn, Gulf Coast Lumber com- 
pany, Biloxi, who was presented a 
watch by C. Russell Smith, Rolling 
Fork, Mississippi’s dealer director 
of NRLDA, on behalf of the asso- 
ciation. 

Other officers elected were: 
W. L. Solomon, Belzoni, first vice 
president; Earl M. Jones, Jackson, 
second vice president; R. B. 
Vaughn, national director; L. C. 
Gilbert, Jackson, chairman, finance 
and membership committee. 

INSPECTIONS MORE STRINGENT 

REID-McGEE COMPANY of 
Jackson was host at the opening 
day’s luncheon at which W. D. 
Yates, chief underwriter for FHA 
in Mississippi, warned dealers that 
FHA inspections will be tougher 
since “Washington is putting the 
bee on us.” He said the Jackson 
office is flooded with complaints of 
poor construction. He held up a 
four-foot long letter from one 
woman as a sample. With 1,500 





in 
bad aap 


RETIRING President R. B. Vaughn receives a 
watch presented by C. Russell Smith on be- 
half of the association. 


houses under construction in the 
state and with only three inspec- 
tors in his office, Mr. Yates empha- 
sized the handicap under which he 
operates. 

The convention officially convened 
in the USO building. In his an- 
nual report E. B. (Ted) Lemmons, 
secretary, reported 141 active mem- 
bers and 32 associate members. He 
said the organization is on a sound 
financial basis. He outlined plans 
for a stronger overall organization 
through district organization meet- 
ings. 

Roy Wenzlick, St. Louis real es- 
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tate analyst, gave the principal 
convention speech. Highlights from 
it will be found in a separate. ar- 
ticle in this issue. 

The election and installation of 
officers followed the report of the 
nominating committee by C. Russell 
Smith, chairman. 

KITTENS INITIATED 

BEN SPRINGER, 34265, secre- 
tary, International Concatenated 
Order of Hoo-Hoo, and Stanley F. 
Horn, 23839, Supreme Arcanoper, 
helped initiate 17 kittens. 

The deck of the Buena Vista was 
crowded by dealers and their wives 
who attended the buffet supper. 
Dancing followed. 

B. W. McClanahan, newly-elected 
president, presided at the opening 
convention session on Friday morn- 


GROUP of new officers and other association officials attending the Mississippi convention in 

Biloxi. Left to right: E. M. Jones, second vice president, Jackson; R. F. Evans, member of 

executive committee, Vicksburg; James F. Mack, member of NRLDA executive board, Holly- 

wood, Fla.; B. W. McClanahan, D. S. McClanahan & Son, Columbus, newly-elected president; 

R. B. Vaughn, Biloxi, retiring president; C. Russell Smith, Rolling Fork; E. B. (Ted) Lemmons, 
secretary, and W. L. Solomon, Belzoni, first vice president. 


ing. Speaking on the Essentials of 
Treated Lumber and Millwork, 
M. R. Van Dam, Protection Prod- 
ucts Manufacturing company, 
Kalamazoo, Mich., stressed the need 
for more extensive use of toxic and 
water repellant treatment. He said 
properly treated lumber will outlast 
untreated lumber five to 10 times. 

Clayton Rand, humorist, enter- 
tained the guests at their Friday 
luncheon with his talk, What of 
Mississippi? 

M. F. O’Neil, director, dealer re- 
lations for Firestone Tire and Rub- 
ber company spoke on Selling and 
Merchandising at the concluding 
session. 

Urging better salesman, Mr. 
O’Neil declared “sales mean jobs 
and jobs mean prosperity.” 





Indiana... 


Harold V. Main will head Indiana association in 1948; 
Senator McCarthy is headline speaker at convention. 


AROLD V. MAIN, Indiana 

Harbor Lumber & Coal com- 
pany, East Chicago, Ind., was 
elected president of the Indiana 
Lumber and Builders’ Supply asso- 
ciation, at the association’s 64th 
annual convention in Indianapolis, 
Mar, 9-11, 

Earl J. Grimm, Albert C. Grimm 
Planing mill, Evansville, Ind., was 
named vice president. 

Registration for the convention 
was the largest in history, a total 
f 2,578. The large exhibit hall 
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in Murat temple was filled with dis- 
plays shown by 164 exhibitors. 
Plans are now being made to use 
the entire lower floor of the temple 
for exhibition purposes in 1949. 

The two-day session opened with 
an address of welcome by Raymond 
Morris, association president. The 
feature of the afternoon session 
was Gene Flack, president of the 
National Federation of Sales Ex- 
ecutives who talked on the subject, 
Shoot the Works. 

The dealer breakfast on Wednes- 


day morning attracted scores of 
dealers who put dozens of questions 
to the association management on 
a wide variety of subjects. 

Other principal speakers on the 
program included Senator Joseph 
E. McCarthy, Problems Confront- 
ing Congress; Whipple Jacobs, 
president, Belden Manufacturing 
company, Individual and Economic 
Freedom; H. R. (Cotton) Northup, 
secretary, NRLDA, spoke on the 
Industry-Engineered home pro- 
gram. 





Georgia... 


Southeastern area confer- 

ence associations convene 

with Georgia group in session 
at Savannah. 


PEAKERS DISCUSSED 
topics ranging from Dealer 
Objectives for 1948 to materials 
handling problems at the joint 
meeting of the Southeastern Area 
Conference of State and Regional 
Associations and the annual con- 
vention of the Lumber and Supply 
Dealers Council of Georgia at the 
Hotel General Oglethorpe, Wil- 
mington Island, Savannah, March 
28-29. 
Oertell Collins, Forest City Lum- 
ber company, president of the 
Lumbermen’s Association of Sa- 
vannah, greeted the dealers at the 
opening session. 

The benefits of district meetings 
were outlined by Lloyd C. Clanton, 
Shreveport, La., past president of 
the Louisiana Building Material 
Dealers association and R. N. Ball, 
secretary-manager of the Louisiana 
association. 

H. R. (Cotton) Northup, secre- 
tary-manager of NRLDA, led the 
discussion on the Industry-Engi- 
neered Homes program. A sound 
slide film on the I-E home was 
shown. 

Plans for a dealers’ co-operative 
research program were outlined by 
Clarence A. Thompson, Champaign, 
Ill., and Jack McCarthy, secretary- 
treasurer, Illinois Lumber and Ma- 
terial Dealers association, Spring- 
field, Ill. 

Dealer Objectives for 1948 were 
stated at the Tuesday morning 
session by Arthur A. Hood, editor, 
AMERICAN LUMBERMAN' AND 
BUILDING PRODUCTS MERCHANDISER. 
Henry J. Munnerlyn, Bennettsville, 
S. C., spoke on How the Small Town 
Dealer Can Serve and Survive. The 
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need for an adequate public rela- 
tions program was emphasized by 
Charles W. Peek, president, Peek- 
Hightower Lumber & Supply com- 
pany, Cedartown, Ga. 

An open forum on materials han- 
dling equipment was led by J. J. 
O’Neill, president, O’Neill Manu- 
facturing company, Rome, Ga.; 
William Otis, president, Columbia 


Lumber & Manufacturing company, 
Columbia, S. C.; M. D. Ebert, vice 
president, Gate City Sash & Door 
company, Fort Lauderdale, Fla., 
and vice president, Southern Wood- 
work association. 

Over 200 delegates and visitors 
attended the banquet, which was 
followed by dancing. 





Florida... 


Attendance record set at Jacksonville sessions; President 
Lawson re-elected; big concat is pre-convention feature. 


LL OFFICERS of the Florida 
Lumber and Millwork associa- 
tion were re-elected at the closing 
session of the 28th annual conven- 
tion held at the George Washing- 
ton hotel, Jacksonville, Feb. 23-25. 


District directors named at the 
meeting were: Ashton Hayward, 
Pensacola; E. B. Smith, Neptune 
Beach; H. M. Horton, Fort Pierce; 
Frank Davenport, Miami; Richard 
Addison, Sarasota; B. F. Edwards, 
Tampa and T. A. Brotherson, 
Mount Dora. F. F. Holland, Pana- 
ma City, was named director at 
large. W. E. Mack, Jacksonville; 
J. H. Doleater, Tampa, and Earl 
Jones, Ft. Lauderdale, were named 
associate directors. 

One convention highlight was 
thé initiation of 81 kittens and five 
reinstatements at the Hoo-Hoo con- 
catenation held at the Hyde Park 
Golf club the day prior to the open- 
ing of the convention. Florida’s 
Hoo-Hoo record is outstanding. A 





OFFICERS and board of directors of Florida Lumber and Millwork association, Inc., left to right, 
first row: R. W. Addison, Sarasota; Robert D. Morris, Jacksonville, vice president; F. J. Igou, 


vice president, Orlando; Harry 


total of 201 kittens have been ini- 
tiated at the last two conventions. 
Ben Springer, international secre- 
tary, who was present at the con- 
vention, -credited John Dolcater, 
vicegerent snark, for the excellent 
showing this year. 

Convention speakers included H. 
R. (Cotton) Northup, secretary- 
manager, National Retail Lumber 
Dealers association; Arthur A. 
Hood, editor, AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MER- 
CHANDISER; Vernon T. Grizzard, 
Miami, president of Courtesy Club 
International; J. S. Bryant, New 
York, managing director, Asphalt 
Roofing industry and T. T. Hatton, 
Orlando, executive vice president, 
Florida Association of Realtors. 

The dealers showed unusual in- 
terest in a forum discussion on 
controlling operating costs. James 
F. Mack was moderator of this 
forum and Charles T. Parsons, edi- 
tor, Southern Lumber Journal, and 
Art Hood led the discussion. 


L. Lawson, president, Miami; Marie Bennett, secretary-trea- 
surer, Orlando; F. F. Holland, director-at-large, Panama City; W. E. Mack, associate director, 
Jacksonville; second row, H. R. Stringfellow, Gainesville; D. B. Alexander, Daytona Beach; 


B. F. Edwards, Tampa; R. C. Tylander, West Palm Beach; H. M. Horton, Fort Pierce; F. A. 
Davenport, Miami; E. B. Smith, Neptune Beach; Ross C. Lyons, St. Petersburg. 
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New Jersey... |» 


Spencer D. Baldwin honored 

for contribution to the indus- 

try; officers re-elected at con- 
vention in Atlantic City. 


IGHTLIGHT OF THE 64th 

annual convention of the New 
Jersey Lumbermen’s association in 
Atlantic City, April 1-2 was the 
presentation of an Award of Merit 
to Spencer D. Baldwin, former 
president of NRDLA and the New 
Jersey Lumbermen’s association, 
President Paul W. Cadwallader 


made the presentation to Mr. Bald- 





SPENCER D. BALDWIN (left), receiving a 

leather portfolio and Award of Merit from 

President Paul W. Cadwallader in recognition 

for outstanding leadership in the industry 
for the past 25 years. 


win, who has been active in the re- 
tail lumber industry for the past 
25 years. 

“In these days,” declared Presi- 
dent Caldwallader in his annual re- 
port, “a strong trade association is 
as necessary as a strong bank ac- 
count. The lack of one can seriously 
affect the other.” 

Turning to the subject of prices, 
Mr. Caldwallader said that ‘‘many 
of the things you hear about your 
competitors cutting prices are not 
true except in the mind of some 
smart and sharp buyer. Don’t sell 
the lumber business down the river 
because of cut price competition. 
Price your goods fairly and sell on 
their quality.” 

New Jersey’s new secretary, Ed- 
ward C. Frick announced an in- 
crease in the association’s mem- 
bership. It now totals 206. A 
group insurance program inaugu’- 
ated last year now covers 420 em- 
ployes in 41 companies. 

One outstanding feature of the 
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RE-ELECTED OFFICERS of the New Jersey Lumbermen’s Association. First row, left to right, 
E. Donald Steiner, vice president; Paul W. Cadwallader, president; Norman P. Mason, presi- 
dent, NRLDA; rear, G. B. Roesler, treasurer and Edward C. Frick, secretary. 


Southwest lowa... 


B. N. Maxwell elected new Southwest lowa president at 
one-day session held at Hotel Chieftain, Council Bluffs. 


B N. MAXWELL, operator of 
* the Glenwood Lumber com- 
pany, Glenwood, Iowa, was elected 
president of the Southwest Iowa 
Lumbermen’s association at a one- 
day convention in Council Bluffs, 
April 2. 

Other officers elected were: Os- 


car Vik, vice president, Onawa; 
Robert L. Anderson, secretary- 
treasurer, Council Bluffs. Direc- 


tors for 1948 are Don Hamblin, 
Logan; J. H. Stivers, Council 
Bluffs; Victor Calbey, Clearfield 


and G. W. Richardson, Clarinda. 
Mr. Richardson is the only new 
director. 

Both Richardsons—G. W. Rich- 
ardson and his father, Warren S. 
Richardson—attended the conven- 
tion. The elder Richardson has at- 
tended the Southwest Iowa con- 
Ventions since 1905. 

Don Ross, merchandising man- 
aver, Successful Farming, was the 
Principal speaker. His subject was 
History's Greatest Bargain. Iowa 
‘urmers in 1947, Ross said, had 
four times the income they enjoyed 
in 1938. He urged building ma- 
terials dealers to go after farmer 
business. 

Pointing to the farm implement 
dealers who are building ultra- 
tnodern stores and who hold special 
cemonstrations, give free movies 
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and offer free eats to draw farm- 
ers to their places of business, Ross 
declared: 

“You building materials men are 
going to have to start meeting that 
kind of competition.” 

Best immediate farm prospects 
for retail lumber dealers, Ross 
said, include horse barns to be con- 
verted into farm machinery build- 


convention was a panel discussion 
on the subject, Building for 1948. 
Participating were Clinton B. Sny- 
der, president, New Jersey As- 
sociation of Real Estate Boards; 
Arthur H. Padula, New Jersey 
Home Builders association; Nor- 
man P. Mason, president, NRLDA; 
John J. McCloskey, association 
counsel, advisor and attorney; John 
C. Thompson, president, Mortgage 
Bankers of America; Richard S. 
Whitesell, district director, Fed- 
eral Housing administration; Clif- 
ford T. Melander, secretary-man- 
ager, Atlantic Millwork institute, 
and President Cadwallader. 

Other speakers included Brant- 
ford B. Benton, president, Benton 
Business bureau, and Gene Flack, 
president, National Federation of 
Sales Executives. 


ings; grain storage buildings; ma- 
chine sheds; hog and_ poultry 
houses. 

Ross said many farmers are in 
the market for a second house on 
the farm with a view to retire- 
ment. The farmer will build a 
small house on his farm for a hired 
man and his family to run the 
place. 

The meeting closed with a ban- 
quet, dance and floor show in the 
Hotel Chieftain, where business 
sessions were held. 





NEW officers of Southwest lowa Lumbermen’s association: left to right, Don Hamblin, direc- 
tor, Logan; Robert L. Anderson, secretary-treasurer, Council Bluffs; Oscar Vik, vice president, 
Onawa; J. H. Stivers, director, Council Bluffs; B. N. Maxwell, president, Glenwood. 
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Independent Dealers .. . 


Members of Independent Retail Lumber Dealers association 


re-elect officers at two-day session held in Minneapolis. 


OUR NEW directors were 

elected at the ninth annual 
convention and exhibitors show 
sponsored by the Independent Re- 
tail Lumber Dealers association 
held at the Radisson hotel in Min- 
neapolis, March 9 and 10. 


The new directors are: J. M. 
Lietzau, Cosmos, Minn.; A. D. Son- 
tag, Heron Lake, Minn.; W. B. 
Ingvoldstad, Decorah, Iowa and 
Otto E. Lieder, La Crosse, Wis. 


The following officers were re- 
elected: Charles Lampland, St. 
Paul, president; Arnold R. Souba, 
Graceville, Minn., vice president; 
Herman M. Johnson, Bricelyn, 
Minn., secretary. Leonard J. Lee, 
Moorhead, Minn., is the new treas- 
urer, replacing Howard A. French, 
Titonka, Iowa, whose term on the 
board expired this year. Edwin 
W. Elmer, executive secretary, was 
re-elected. 


The two-day session opened with 
an address by Arthur A. Hood, 


editor, AMERICAN LUMBERMAN & 
BUILDING PRopUCTS MERCHAN- 
DISER, who talked on the subject, 
Getting the Most from Your Busi- 
ness in the Coming Year. His talk 
was followed by the movie, By 
Jupiter, a film emphasizing the im- 
portance of courtesy in every-day 
business. Don Ross, merchandis- 
ing manager, Successful Farming, 
concluded the first day’s speaking 
program with a talk, Selling Amer- 
ica’s Biggest Business Man. 

Featured on the speaking pro- 
gram the second day were G. Sid- 
ney Houston, manager of Invest- 
ment Research for Affiliates of 
First Bank Stock corporation, St. 
Paul, who spoke on the subject, 
Are We on the Escalator or the 
Toboggan?; Dr. Alfred P. Haake, 
economist, who talked on the sub- 
ject, Small Business Looks Ahead; 
W. C. Bell, managing director, 
Western Retail Lumbermens as- 
sociation, spoke on the topic, Be- 
fore It’s Too Late. 





lowa... 


C. E. Goessling, Shenandoah, re-elected to head lowa 
association; outstanding speakers address dealers. 


R ECOGNIZING the outstanding 

leadership of C. E. Goessling, 
Shenandoah Lumber company, 
Shenandoah, Iowa lumber dealers 
again elected him president of their 
association at the 15th annual con- 
vention held in Des Moines, March 
17-19. 

Total attendance for the session 
was close to 2,200 including ap- 
proximately 1,100 dealers. 

Other officers elected were: Carl 
Moeller, Moeller & Walter, Inc., 
Reinbeck, vice president for north- 
ern Iowa; Robert Duffus, F. B. 
Denburger & Sons company, Leigh- 
ton, was elected vice president for 
southern Iowa. Trustees at large 
for 1948-1949 will be Hiram Munn, 
H. L. Munn Lumber company, 
Ames and C. Wm. Dulany, Eclipse 
Lumber company, Clinton. 

A record number of exhibits 
were set up in the Coliseum. No 
business sessions were scheduled 
the first two mornings, leaving the 
dealers free to spend their time 
visiting the numerous booths. 
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The Hoo-Hoo concat, dinner and 
stag party and the annual banquet 
were outstanding features of the 
convention program. 

Speakers included Elmer Wheel- 
er, Dallas Tex.; J. A. Erickson, 
Minneapolis, manager of Lumber 
Credit Protective bureau; Ralph 
Page, Minneapolis, district man- 
ager, Allied Building Credits, Inc.; 
Venon Scott, Chicago, president, 
National Tax Equality association 
and Dave Livingston, Washington, 
Iowa. 

Wheeler, who suggested ways of 
improving salesmanship, declared: 

“The key to success isn’t who 
you know or what you know, but 
how you say what you know. Think 
of what the other fellow wants to 
hear, not what you want to say.” 

Erickson advised lumber dealers 
to “get out of the banking busi- 
ness” by getting rid of their paper. 

“Lumber dealers who have per- 
mitted people to buy on open ac- 
counts are having a hard time get- 
ting their money,” he declared. 





Some Hints on 
Credit Problems 


(Continued from Page 34) 
demand than supply; the cost of 
government (taxes up several hun- 
dred percent to most of us) ; cost 
of living—wages up about 100 per. 
cent since 1939. 

“Many home seekers would find 
it much better, more practical and 
economical to build a new home 
than to buy an old one. Old homes 
are greatly inflated. They have 
seen a useful life, but depreciation 
is rapidly eating up their value. If 
your customer has the money to 
finance a new home, a steady job 
and he is not building with a hope 
of selling at some future time ata 
profit, advise him to build now. He 
may ask, ‘Will I be able to get the 
materials ?’ 





ESCALATOR CLAUSE GOOD IDEA 

“TELL your customer that you 
have the materials or are assured 
of getting them. Tell him when 
you can make delivery for this par- 
ticular job. Don’t make promises 
you cannot keep. Quote firm prices 
on your complete list of materials. 
If possible, include an_ escalator 
clase agreeing to reduce your price 
if you are able to buy your ma- 
terials lower than your figured 
originally. Remember that an es- 
calator clause goes down as well 
as up. 

“It will be better in a few cases 
to pay a premium for some of the 
upper grades like flooring and sell 
this item at cost if necessary. Let’s 
make it as easy and as economical 
as conditions permit for the man 
who is going to build his own home. 

“On the other hand, we migh' 
as well advise those who do not 
have proper financing that they had 
better hold off until such time as 
sufficient funds are available before 
starting to build. There are al- 
ready too many GIs and others in 
the small income group who, after 
starting homes, have found it is 
impossible to go on with the job 
due to the lack of proper financing. 

“There is one class of people 
who can afford to build and should 
be encouraged to do  so—the 
farmer. He is one of our best cus- 
tomers and we should make every 
effort to see that he secures the ma- 
terials he needs. The type of ma- 
terials used on farms for non- 
housing is available in large quan- 
tities. The farmer runs a business 
and if he needs new buildings and 
equipment in order to produce 
more economically or in larger 
volume, he can safely go ahead :e- 
gardless of what the price may »e 
several years from now.” 
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Maybe it’s raining and maybe it’s not. And maybe 
you're deluged with headaches and work—or you may 
be having an easy day. Either way, it’s a NEW day— 
a WONDERFUL day. So let’s make it count. 
REALLY count—with a lot of smart, new profit-mak- 
ing ideas for Spring. Ideas that are easy to put into 
operation—ideas that are fresh and new and really 
different to meet competition. Ideas that are not 100 
percent self-seeking but ideas that are altruistic and 
helpful to your regular customers and new or pros- 
pective customers. 


SMART ANSWER! When somebody asks you a 
No. 1 Stumper ... a question with no answer right 
at your fingertips, the smartest answer is THE 
TRUTH: “I don’t know. But I'll have the answer 
for you by three o’clock tomorrow afternoon—l’ll 
eall you then.” 

It takes a big man and an honest man—the kind 
ALL customers want to deal with—to admit, “I don’t 
know.” It takes a small man—an insecure man who 
secretly doubts his own ability—to bluff or stumble 
his way through some kind of answer that will en- 
able him to “get by” or spar for time. It takes a 
foolish man to fall down on the follow-up after promis- 
ing a customer a definite answer to his question. 

A smart man, an honored man first disarms his cus- 
tomer by frankly admitting he doesn’t know the an- 
swer offhand; then promises the customer a specific 
answer one way or the other—not by mail and not in 
a day or so or a week—but by phone at a specific hour 
on a specific day. Your smart dealer then makes darn 
sure he has his answer by that specific hour—and he 
delivers it. 

By such strategy are big deals consummated. By 
such psychology are valued customers won—and 
hee f, 


DON’T SNICKER—the New Look in women’s clothes 
may or may not bowl you over. But there’s something to 
this New Look business. For example, have you taken a 
good objective look at your letter-head lately—looked at it 
as if you’d never seen it before? 

Frankly, how do you feel about it? Is it doing the best 
possible selling job for you, as letterheads go? Or is it 
way out of date? Is it so designed that it WASTES space 
that could be selling you and your services... or is it TOO 

luttered up with product names, slogans and fine, almost 
unreadable type? 

Maybe it’s swell just as it is. Or maybe a change of 
color or a few minor word changes is all your letterhead 
needs to express all the fine things you really have to 
offer... ATTRACTIVE, QUALITY materials, MODERN 
service, NEW, UP-TO-THE-MINUTE ideas, AN UNERR- 
ING INSTINCT for good taste and proper usage, whether 
it’s in small details or big ones. 


by Norm Advertising, Inc. 
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$$$ - MAKING DISPLAYS: Time out for another 
two-second quiz. This time, on interior and window 
displays. How about yours? Are they petty much the 
same from one month to the next? . . . The usual dis- 
play stands for siding and roofing .. . neat pyramids 
built of varnish and paint cans . .. a lot of small 
pick-up items spread out in your windows to suggest 
impulse buying? 


Whatever your regular practice and policy in dis- 
play, make April the month of change. And try some- 
thing different, something especially seasonal in your 
choice of props. Spring flowers, for example, to en- 
hance your mirrors, set off your sample mantelpieces 
or just brighten up your displays. Bundles of gar- 
den-fresh cut flowers or the prettiest flowers that 
grow wild in the fields outside of your town. A Sun- 
day drive will yield you plenty in time for Monday’s 
displays—at no real cost to you. 


Fragrant clusters of apple blossoms, graceful sprays 
of cherry blossoms and colorful boughs of quince also 
point up your window displays—take them out of the 
class of the ordinary—make of them something dis- 
tinctive, something beckoning and inviting, something 
WORTH stopping for. 


_ The secret of the finest and shrewdest, sales-con- 
scious window dressers in the country is this: Don’t 
start with the things you have to sell; start with the 
things people like to see and enjoy; then weave those 
props into your displays to enhance or highlight the 
things you want to sell. 


Whether you’re concentrating on advertising, sell- 
ing or display, you’ll find that in the end, an altruistic 
attitude pays more dividends than starting and ending 
with your own self or selfish interests. 


LUCKY BREAK FOR LUMBERMEN! There’s no reason 
why even small ads shouldn’t pull record returns for the 
lumberman... no reason at all when they’re written and 
illustrated the right way. 


Here’s why: Because unlike many and important, big- 
spending national advertisers, you have two of the most 
exciting things on earth to advertise and sell ... NEW 
homes and BETTER homes . . . homes made lovelier, 
living more gracious, lives happier and healthier ... by 
all you have to sell. 


So don’t discount that lucky break you have as a lum- 
berman and an advertiser. And don’t throw it away. Re- 
member, boiler makers, gasoline makes and shoelace 
manufacturers would give their eyeteeth to have a story 
like yours to tell. Make the most of it—with exciting, 
effervescent copy that makes the most of that miracle you 
offer your customers—homes of their very own. Dramatize 
that miracle with eye-catching, attention-arresting human 
interest illustrations. 
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NOTE NEW PRICES 


Complete working blueprints, 
specifications and material esti- 
mator of any house design pub- 
lished in this magazine are avail- 
able at the following prices—one 
set $7; 2 sets of same plan $12; 
three sets of same plan $15; four 
sets of same plan $18 and must 
be ordered at the same time. All 
the blueprints are in a conven- 
ient 12x18 inch size and meet all 
FHA requirements. Please order 
plans by number, enclosing pay- 
ment and address to American 
Lumberman & Building Products 
Merchandiser, 139 North Clark 
street, Chicago 2, Ill. 
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HOUSE PLAN NO. 882 
808 Floor Feet 
17,776 Cubic Feet 
Garage: 3024 Cubic Feet 


HOUSE PLAN NO. 884 
928 Floor Feet 
17,994 Cubic Feet 
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s | Become A KNOX HOMES DEALER 


If your business is building, contracting, lumber or real 
estate, here is an unusual opportunity for you. Become 
an authorized Knox Homes Dealer! Secure the franchise 
for your territory! Each city and town offers almost un- 
limited opportunities, but you must act promptly. 





The 4, 5 and 6 room Knox Homes are carefully de- 
signed by a Nationally known small-homes architect— 
built in Knox’s modern plant—and backed by Knox’s 
50 years experience in the home building field. Full 
use is made of highly skilled workmanship and up to 
date factory assembly methods. The Knox Home is 
ideal in design, in construction, in durability and in cost 
for all home buyers in the lower and middle income 
brackets. 


You can save financing time because Knox Homes can 
be constructed on the home site in 1/3 of the conven- 
tional building time. You make your own subcontracts 
for foundations and chimney, plumbing, wiring and 
painting. Everything else is furnished you—ready for 
y assembly—by Knox, 
Cash in on the greatest demand in America today— 
HOMES! Help supply your community with the finest 
small homes built. A strong advertising campaign will 


aid your selling. Write or wire for complete information. 
Dealers wanted for Southeastern States. 


KNOX CORPORATION 
Ey CLO a. Ty = SAS = 
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Credit Thermometer 


ECORD-BREAKING weather 

in most areas kept thermom- 
eters at new lows for prolonged pe- 
riods during the past winter. It 
also pounded the credit thermom- 
eter downward. In January, Febru- 
ary and March, with lots of stock 
coming in and a limited amount 
going out, it didn’t take long to 
put a crimp in the bank account. 
The job now is to turn full bins 
into profitable cash sales. 


*% * * 


Sales may be harder to make, but 
there still are plenty of prospects 
for building materials, especially 
in farming areas. The situation 
throughout the Middle West is 
better than anywhere else in the 


country. 
* % * 


Trained Personnel 


[° IS A good sign that the retail 
lumber industry is paying so 
much attention to training courses. 
Were this not the case many a lum- 
ber dealer would promptly encoun- 
ter substantial evidence of the need 
for competent employees. Once 
upon a time his problem was large- 
ly finding a “good lumberman” or 
someone who knew how to figure 
lumber. Today the setup is differ- 
ent and involves a knowledge of so 
many building materials that it 
constitutes a major problem in 
merchandising. 

Mail-order houses solve it by de- 
partmentizing their business — 
something that is difficult in the 
majority of lumber yards. In addi- 
tion a complete catalog is always 
near at hand giving enough infor- 
mation to enable them to make the 
sale. 

Sales training will prove to be a 
life-saver for many a lumber dealer 
in the highly competitive days that 
are ahead, 

* * * 


Volume, the sacred cow for the 
past two years, is becoming less 
sacred in certain lines. 


* * * 


The New Look in Home 
Merchandising 
6 Naren LOOK house, as publicized 
by the well-known magazine 
with several million circulation, 
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ACRAONSING Cie 


perhaps is a more or less typical 
example of “home merchandising,” 
as it will be done in the future. 
Assuredly the publicity for the 
manufacturer could not have been 
purchased at any price, and the 
same thing is true of the coopera- 
tion of leading department stores 
and other agencies in the 125 or 
more cities where the house was 
built and put on display. It all adds 
up to a prodigious undertaking. 
There is much food for thought 
in the fact that lumber dealers 
took no part in the project. 


* * * 


Convention Highlight 


S WE THINK BACK over the 
1948 convention programs, 
the thing we remember most vivid- 
ly is Art Hood’s statement that 51 
percent of building materials now 
reach the consumer without benefit 
of the lumber yards of the land. It 
brought home to us the extent of 
the big shift now taking place in 
distribution channels .. . not only 
of building materials but of all 
merchandise . . . changes which 
have been accelerated by the upsets 
of war. 

War always is the great de- 
stroyer of the traditional way of 
doing things and few are the busi- 
nesses that escape its far-reaching 
effects. Lumber yards, having been 
in the throes of change-over for 
the past several years, now are 
becoming veritable department 
stores of building materials rather 
than local warehouses. It is this 
new type of lumber yard that will 
hold the fort against the encroach- 
ment of the competition of tomor- 
row which already has passed the 
50 percent mark in the distribution 
of building materials. 


+ + 


In times of scarcities it is always 
well to prepare for what will hap- 
pen when things become plentiful. 


* * * 


New or Old? 


War DO WE MEAN by “the 
new competition”? Perhaps 
the adjective new is not the word 
for it, for actually tomorrow’s com- 
petition was in existence long be- 
fore World War II. Much of it was 


going strong when World War [| 
occupied the front pages. Since 
that time the growth has been 
steady until today when we have 
the big chains, mail-order houses 
and co-ops sitting in the seats of 
the mighty, with distribution sys- 
tems the like of which the world 
has never seen. It is beside the 
point that lumber yards have en- 
joyed the largest volume in their 
history during the past seven years. 
It is more important to remember 
that during this same period the 
competitors of tomorrow attained 
their greatest stature and that they 
seized upon this opportunity to /ole 
in with the tools that will be needed 
tomorrow in order to maintain 
their position when the buyers’ 
market takes over—the tools of 
modern merchandising techniques, 
efficient advertising, attractive dis- 
plays, special services and_ the 
many factors that are too often 
lacking in lumber yards where de- 
mand temporarily has so greatly 
exceeded supply. The new compe- 
tition is prewar competition grow- 
ing bigger and bigger. 


* * * 


What the future has in store for 
you depends very largely upon 
what you have in store for the 
future. 

xX %X 


"No Competition" 


N THE BUILDING materials 

department of a branch store 
operated by one of the two big 
mail-order houses in an area where 
there are 51 lumber yards and even 
more applicators, there hangs a 
plaque which was presented to the 
manager when his sales for 1947 
exceeded the million dollar mark— 
$1,168,000, to be more exact. At 
the current rate, volume for 1948 is 
running ahead of $1,500,000 for 
the year. When asked to account 
for the reason for this spectacular 
total, the manager of the depart- 
ment attributed it to the fact that 
he had “no competition.” 


* * * 


There is only one way to achieve 
success and that is via the install- 
ment plan. 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 
kkk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


x*«r* 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 


*Thompson Falls Lumber Company, Thompson Falls, Mont. 


* Member Western Pine Association 


Telephone 71 








Daily Production 190,000 Feet Kiln Dried Lumber 



































PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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illustrated and discussed in the D. C. 
new folder. Strand doors are of 


leaf in one piece, and hardware 


pany, Dept. P-101, 1710 Buhl butt hinges. 
building, Detroit 26, Mich. 


Brick Engineered Homes 

A new planbook Brick Engi- 
neered Homes has just been pub- 
lished. It contains floor plans and 
elevation for six newly designed 
homes of masonry construction, to 
be built along modern engineering 
principles. Actual working  de- 
vices of any of the homes are avail- 
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all-welded construction with door New Getty Packaging 





standard quantities of hinge sizes 
to be shipped in standard boxes: 
up to and including 3x3 inches are 
packed six pair to a box; over 3x3 
inches are packed one pair to a 
box. Additional feature of box jis 
found in that they will also provide 


, — ' ‘etaik packages for counter or win- 
Steel Garage Doors able. More detailed information retaig packages for counter o1 7 
. = eee ee ian dow display. Only seven sizes of 
A new eight page, two-color about any of the homes is always boxes are required to handle th 

. ene ° . oxes ar ri 4 ( é e 
folder describing Strand _all-steel available. For a copy of the book i teedie of iin online ni 
. Or ~ ‘ ‘ « "4 ‘ ‘SB. 4 "e cOomMm- 
garage doors is announced. Fea- send 25 cents to Structural Clay ra information write H. S. G ra 
tures of both canopy-type door and Products institute, Dept. AL&BPM, . trea, 


receding (track type) door are 1756 K street N.W., Washington, a: Se a SO a 


Plywoed Installation Molding 


A new molding that is said to 


factory - assembled and packaged Using a rich blue and gold make the installation of plywood 
For a copy of the folder write theme, H. S. Getty has repackaged steayee —— being sold. ome — 
Strand Building Products com- its entire line of extruded metal + ee eee 


New boxes allow necessity for fitting, nailing, coun- 


ter-sinking and puttying. These 
weldwood moldings are made with 
wood veneer faces, bonded to ex- 
truded aluminum. There are in- 
side corners, outside corners, cap 
and divider strips. Wood used in- 
cludes oak, mahogany, walnut, 
birch, maple, korina and prima- 
vera. Designed to fit a '%4 inch 
panel, the moldings can be adjusted 
to accommodate slightly varying 
thicknesses based on the '4 inch 


. has served the LUMBER INDUSTRY exclusively for 
more than 43 Years with FIRE AND ALLIED INSURANCE 
COVERAGES ...and FIRE PREVENTION SERVICES 


Inquiries Invited 


iS. é, pperson Underwriting Company 


1000 R.A. LONG BLDG. KANSAS CITY 6, MO. 
J. J. LYNN, President 509 TERMINAL SALES BLOG 


1205 NATL. BANK OF COM. BLDG 1309 CONCOURSE BLDG 
NORFOLK, VA TORONTO 1, CANADA 








BRAZILIAN 
PINE 


Foresta Factors 


Lumber Division 


1790 Broadway © New York 19, N. Y. 


Circle 5-8293 Henry J. Eckstein 








PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51 
actual photos and floor plans of real houses that have 
been built and proven successful 


Has dozens of helpful ideas on selecting the lot, choos 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal 
ers. Single copies only 50c. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. Chicago 2, Ill. 
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WHOLESALE DISTRIBUTOR 
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| West Coast Lumber 


i Lumber Products 


SPECIALIZING IN 


i PONDEROSA PINE 
DOUGLAS FIR 


@ MOULDINGS 


e FLOORING 


Geo.J.Silhernagel 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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SAVES = 2: 


“The greatest improvement the paint business has 
ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 
son is giving it terrific backing in national advertis- 
ing, promotion, and display. Get on the band wagon 
NOW and get YOUR share of the profit. 


Equipped with Portable Motor | ¢ willis. 


Hudson’s 110-120 Volt AC/DC motor 
develops 22 Ibs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
effort. You always get a master- 
craftsman job. 


s 








Every Kind of Painting 


Glass jar holds 24 oz. enamel, var- 
nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight ahead. 
Fingertip control. No painting mess. 





Saves Time — Paint — Money! 


A lifetime investment. Sells for only 
$34.95 complete with motor, higher 
in western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required. Just 8 pounds complete. 





NATIONALLY 
ADVERTISED 
IN — 


se ==) THE SATURDAY EVENING 
*T. M. Reg. U. S. Pat. Off. POST 


HUD ZG 
=F 


‘hk PM! 
PAINT GUN 


H. D. Hudson Manufacturing Company, Chicago, Illinois, U. S. A. 








ok 





@H. M. Co. 1947 


A Hudson Sprayer For Everyone Everywhere 
ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 
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Craig Mouritain‘Lumber Co. 
0 Mouton cs WM SEG SF NM yg NE Fon 
Ci yar nee cS RRL ENO CS 
wary Ca NM . ie hie Sy had 
Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 


Winchester Box Company 
Winchester, Idaho | 
Industrial Cut Stock and Specialty Items 
































Boss, 


nna 7 
HARDWoow, 
SOFT Woop¢ 
CAYUTA BRAND 


HAR DWwoopD ry YY 
FLOORING ———oe td EEE MLL 
ee : 5 1 We are now able to offer the following stock 
MAHOGANY Ye which is thoroughly dry: 
oo Small amounts 4 to 8/4 C A Mahogany. #1 


WALNUT ZZ Com. & Btr. KD on hand 





2 cars 4/4 #2 Com. & Btr. Soft Elm 

2 cars 8/4 #2 Com. & Btr. Hickory __ 

1 car 8/4 s.w. & Btr. Appalachian White Oak 
2 cars 4/4 42 Com. & Btr. Beech 

2 cars 8/4 #2 Com. Poplar 


‘ yy tM SY SMM, 
2.) GUEV PYG VY. 























YOUNGERMAN-REYNOLDS LUMBER CO. 


Montgomery 1, Alabama 




















We offer for shipment in straight or mixed cars from our mills at Samson and 
Wetumpka, Alabama, the following air dried, Lignasan dipped, double end 
trimmed, well manufactured stock; dressed as desired: 




















50 M' Ix 4" #2&Btr. Yellow Pine R/L 25 M' Ixl2" #2&Btr. Yellow Pine R/L 
150 M' Ix 6" #2&Btr. Yellow Pine R/L 150 M' 2x 4" #2&Btr. Yellow Pine R/L 
50 M' Ix 8° #2&Btr. Yellow Pine R/L 150 M' 2x 6" #2&Btr. Yellow Pine R/L 
25 M' Ixl0" #2&Btr. Yellow Pine R/L 75 M' 2x 8" #2&Btr. Yellow Pine R/L 
50 M' 8/4" #1&Btr. Deep Swamp Cypress 







































































OZAN WILL HAVE AN 
ULTRA MODERN MILL 





Yes Sirl A new era is in store for Ozan 
Pine customers. Now operating three 
mills, Ozan is laying plans for a fourth 
and ultra modern mill at Prescott — 
equipped for greatest possible utiliza- 
tion of the log. 


LUMBER COMPANY 
PRESCOTT, ARKANSAS 
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WHAT’S NEW? 


panel. For more complete infor. 
mation write United States Ply. 
wood corporation, Dept. AL&EPM, 
55 W. 44th street, New York 18, 
N. Y. 


Scaffold Bracket 

A new method of making scaf- 
folds and trestles for all types of 
building has been developed. Tres- 
tles made with these Du-All 12 
gauge steel type brackets afford 








“ens 


flexibility of operation because the 
scaffolds can be converted into dif- 
ferent heights and widths. Pointed 
lugs in the brackets prevent slip- 
ping and provide stability. Du-All 
brackets are also convenient for 
building ramps because trestles of 
graduated heights are made 
quickly and easily. For more com- 
plete information and a copy of a 
descriptive folder, write Mr. Jo- 
seph Skilken, Du-All Scaffold 
Bracket company, Dept. AL&BPM, 
Columbus 15, Ohio. 


Splicing Concrete Curing 
Blankets 

A new machine, designed to 
speed the splicing of concrete cur- 












i 


ing blankets, is being released. 
Marketed as the Scotch Floor Tape 
applicator, the machine releases 
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Scotch Wetordry masking tape as 
fast as a man can walk. The tape 
joins sheets of asphalt-impreg- 
nated paper into a single protec- 
tive covering for fresh concrete. 
The tape sticks on contact, and the 
machine presses it tightly in place. 
The tape is said to be impervious 
to heavy rain, wind and hot sun- 
light The tape can be ripped off, 
permitting the paper to be re-used. 
For more complete information 
write Minnesota Mining and Man- 
ufacturing company, Dept. AL& 
BPM, 900 Fauquier avenue, St. 
Paul 6, Minn. 


Folding Attic Stairs 








The Fold-A-Way is completely 


assembled at the factory. By in- 
serting a few bolts it is ready to 
be set into ceiling openings. Yel- 
low pine is used in the manufac- 
ture of the stairways. Hardware 


a 
i 

















is heavy to meet safety require- 
ments. Each step is firmly set into 
dado in stringer and secured. It 
is finished in dark oak. The Fold- 
A-Way can be installed in a large 
closet or small hallway. Up entirely 
out of the way when not in use; 


folding action brings it down for 
use. Also available is the Slide-a- 
Fold, a sliding attic stairs that dis- 


appears. For more complete in- 


formation about these two stair- 


ways write Craig company, Dept. 


AL&BPM, 1029 Talbotton road, 
Columbus, Ga. 


Annual Report 


The. recent Flintkote annual re- 
port shows how the company has 


expanded and developed. It con- 


tains the report of the president, 
charts showing the net sales and 
capital stock and the auditors’ re- 
port. In addition the manufactur- 
iug facilities and the products of 
‘the company are described and il- 
lustrated. There is a page devoted 
to the type of advertising the com- 


BuILDING Propucts MEgrxcHANDISER 


GENUINE FURNITURE WOODS 
‘For The Crettoman Whe Cares” 


At The Shows For 
The First Time 
Building Supply 
Dealers Saw The 


Sensational 


AETNA 


HARDWOOD 
PLYWOOD 


MERCHANDISER 


And They Went for It in 
a Big Way 








YOU TOO, CAN GET ONE 
IF YOU HURRY! 








The Supply Is Limited — Don't Wait 
WRITE TODAY TO 


AETNA PLYWOOD & VENEER COMPANY 


1732 ELSTON AVE. CHICAGO 22, ILL. 
Phone: ARMitage 7100 — Teletype CG305 


Sales Offices: 


Grand Rapids, Mich.; Detroit, Mich.; Milwaukee, Wis.; Indianapolis, 
Ind.; Marion, Ind.; LaFayette, Ind. 











We Have the ‘Know How”’ 


Since 1884 we have been satisfying 
the needs of many lumber buyers. 
Our years of experience have justified our belief that 
we can do a satisfactory job for you, too. 


CONTACT OUR SALES DEPT. 
105 STATE BLDG. AKRON 8, OHIO 


WE OFFER!!! IMMEDIATE SHIPMENT 
#2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 
Ix4ix6 1x8, 1x 10, 1x 12—2x4,2x6, 2x8, 2x 10, 2x 12 


FOR QUICK DELIVERY CHECK WITH US FOR ITEMS IN TRANSIT — PROMPT SHIPMENT 


5 Cars 2 x 4—8 2 Cars 2 x 6—I4 2 Cars 2x 8—I4 3 Cars 2 x 10—14 
2 Cars 2 4—10 2 Cars 2x 6—16 2 Cars 2x 8—I6 3 Cars 2 x 10—16 
2 Cars 2 x 4—12 2 Cars 2x 6—18/20 3 Cars 2 x 8—18/20 

2 Cars 2 x 6—12 2 Cars 2x 8—I2 2 Cars 2 x 10—12 


TOs 


WS 


WY 


LUMBER 
COMPANY 


Manufacturers and Wholesalers PINE HILL, ALABAMA 
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WHAT'S NEW? 





pany has been using and a large 
map of the United States showing 
the location of its mines, factories, 
offices and lands. For a copy of the 
report write the Flintkote company, 
Dept. AL&BPM, 30 Rockefeller 
Plaza, New York 20, N. Y. 


Aluminum Clothes Dryer 
Now ready for distribution is a 
new Acco-dryer, an accordion type 





clothes dryer. Of all aluminum 
rustproof construction and weigh- 
ing only three pounds, 13 ounces, 





the dryer stands 561% inches or 52 
inches high and 30 inches wide and 
will carry a load of 75 pounds and 
accommodate almost 28 feet of 
wash. It fits in any bathtub. The 
finish is treated to prevent dis- 
coloration of fineries. It can be used 
either indoors or outdoors. It folds 
to 2% inches in depth for storage, 
shipped entirely assembled. For 
more complete information write 
Colgate Manufacturing company, 
Dept. AL&BPM, Amityville, Long 
Island, N. Y. 


Aluminum Protective Paint 

Permite Fungicide Aluminum 
paint, the newest addition to the 
Permite ready-mixed aluminum 
paint line, contains active ingredi- 
ents said to inhibit the growth of 
fungus and mold and to resist the 
destructive attacks of termites and 
other boring insects. It gives pro- 
tection to metal, wood and other or- 
ganic surfaces, indoors and out. On 
wood it can be used as a preserva- 
tive and a priming coat at the same 
time. Supplied in containers from 
14 pint cans up to 55-gallon drums. 
For more complete information 
write Aluminum Industries Inc., 
Dept. AL&BPM, Permite Paint di- 
vision, 2438 Beeckman street, Cin- 
cinnati, Ohio. 


Plywood Flush Door 


A new flush door is pre-cut to 
exact standard sizes, easy to in- 
stall. The General flush door, made 
of gum hardwood plywood, bonded 
together with waterproof resin 
glue, takes a natural or painted fin- 
ish. Exterior waterproof resin 
used throughout eliminates both 
exterior and interior type doors, 
The three-ply hardwood faces are 
beam-braced by treated rigid in- 
terior cylinder cores. For more 
complete information write Gen- 
eral Plywood corporation, Dept. 
AL&BPM, Louisville 2, Ky. 


Door and Gate Holder 


The Dura-Built safety door 
holder is designed for use on yga- 
rage doors, farm gates and barn 
doors. It is said to brace doors 
and gates effectively, preventing 
mishaps that occur on windy days. 
It is cadmium plated. Plated 
screws are attached for quick in- 
stallation. A special tension clip 
holds the brace up out of the way 
when not in use. For more com- 
plete. information write A. G. 
Busch & company Ince., Dept 
AL&BPM, 2632 N. Central avenue, 
Chicago 39, IIl. 





DON’T 


manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 


and speedy handling 


of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-48. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


PGRAVITY & POWER 
CONVEYORS 





CARRY IT— 


CONVEY IT 


Cut handling costs — 
increase safety—reduce 


-L. AH. L 


Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Opercticn 


E. J. Linke, Pres. 
Graham Griswold, Secy. & Treas. 








Manufacturers 


Guy Haynes, V. P. 








gp isuotd 


Douglas Fir. 
Pine, Cedar 


Your orders and inquiries solicited. 


FAILING BLOG 





THE GRISWOLD [CS] LUMBER CO. 
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Lumber 
Wholesale 








PORTLAND. ORE. 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 

Lumber shipments of 427 mills reporting to the 
National Lumber Trade barometer were 11.9 percent 
below production for the week ending April 10, 1948. 
In the same week new orders of these mills were 6.8 
percent below production. Unfilled order files of the 
reporting mills amount to 58 percent of stocks. For 
reporting softwood mills, unfilled orders are equivalent 
to 27 days’ production at the current rate, and gross 
stocks are equivalent to 44 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 4.4 percent above production; orders 
were 6.3 percent above production. 

Compared to the average corresponding week of 
1935-39, production of reporting mills was 67.2 per- 
cent above; shipments were 44.7 percent above; or- 
ders were 49.6 percent about. Compared to the cor- 
responding week of 1947, production of reporting mills 
was 6.3 percent above; shipments were 9.8 percent be- 
low, and new orders were 10.0 percent below. 


Southern Pine 

Production of Southern pine by the 102 mills re- 
porting to the Southern Pine association for the week 
ending April 3, 1948, amounted to 16,157,000 feet. 
This was 3.78 percent above the three-year average 
for the same mills. Shipments for the week of April 
3 amounted to 15,984,000 feet. This was 1.07 percent 
below production for the week. Orders placed during 
the week amounted to 15,738,000 feet or 2.59 percent 
below production. 


Western Pine 

The 111 mills reporting to the Western Pine asso- 
ciation for the week ending April 3, 1948, cut 56,249,- 
000 feet. Shipments were 63,812,000 feet compared 
with 63,113,000 feet a year ago. Unfilled orders on file 
at the end of the week stood at 216,887,000 feet com- 
pared with 198,736,000 feet for the corresponding 
period in 1947. Gross stocks stood at 661,262,000 
feet compared with 594,249,000 feet for the same 
period in 1947. 


In the Market Centers 

TACOMA—Log and lumber production here has 
been affected by a boommen and rafters strike that 
has been in effect since April 5. Approximately one 
hundred men are affected locally but it is reported 
that eleven other locals throughout the state have 
voted to join the strike, which involves an alleged 
failure of the operators to negotiate a new contract. 
The state department of labor’s mediation service 
is meeting with management and union representa- 
tives in an effort to adjust the difficulties. Other de- 
velopments on the labor front this week included an- 
ijouncement of separate wage increases affecting both 
CIO and AFL woodworking industry employes. The 
increases, according to spokesmen, brings the scale 
of both unions to a parity, and puts the minimum scale 
at $1.45 hourly, effective April 1. Local building, par- 
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Hels You Sell sence 


PROTECTION TO OWNERS...against screen frames 
that warp or rot easily. Screens that fit without rat- 
tling or sticking. Better paint surfaces are assured 
with WOODLIFE treated frames. You make a profit 
and service-free sale. 


Protection Products Mfg. Co. 
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Mirs. of CHEMICAL PRESERVATIVES Since 








Research Laboratory and Plant KALAMAZOO, MICH. 
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WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
only with the larger machines. A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retai! lumber companies and many 
wood-working establishments. Capacities: 24” x 8” to 
30” x 8’. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 

































































MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 















LUMBER MARKET 





ticularly residential 
heavy. 

SEATTLE—Mill production continues high but 
both mills and loggers are plagued by a boommen’s 
strike which if continued very long will cut output. 
At present the situation is worse in the Tacoma area. 
Weather conditions are close to normal for April on 
Puget Sount. 


The demand from the middle west and East has 


construction, continues to be 


‘not yet hit its stride due to bad weather and floods, 


Mills at this end are not cutting prices. The previ- 
ously announced tendency to soften prices seems to 
have declined. Word from the East indicates that in- 
ventories in the yards are large. The boommen’s 
strike has a tendency to stiffen prices as operators 
remember previous strikes in April and May. It is 
felt here prices cannot decline very much or very 
rapidly due to high production costs, much of which 
is labor charges which are fixed for the time and not 
capable of rising or falling with other costs. 

Retail yards report good stocks of most items 
except uppers which are very scarce. Moldings are 
plentiful and so are timbers and dimensivn. Items 
like tongue and grove flooring, and ceiling are very, 
hard to find. 

KANSAS CITY—Some easiness in lumber prices 
was noted in the past fortnight on common grades of 
lumber, but the better grades, notable clear finish is 
still at their year’s high marks. On the average the 
common lumber is down perhaps $2 to $4 a thousand, 
depending on the area. 

The Federal Reserve bank reports that sales of 
lumber in February at 146 line yards was 23 percent 
less than a year ago, that the decline for the first two 
months was 12 percent. Stocks at the start of March 
were 29 percent larger than a year previous. 

MINNEAPOLIS—tThere is difference of opinion in 
the Minneapolis-St. Paul area among lumber retailers 
over whether potential home builders are entering 
upon an unofficial buyers’ strike. While supply has not 
yet reached the pace of demand, there has been an 
appreciable overtaking of backlog of orders in the 
last two weeks and the sudden spurt in demand of a 
month ago has slacked off. This is interpreted by 
many, perhaps a majority of the retailers, as indica- 
tion that the potential building public definitely is 
holding off and waiting for lower prices. Others 
interpret it as being a reaction to the recent sharp rise 
in friction between our government and others, this 
opinion holding that builders want to be assured they 
will be able to finish any buildings started, that the 
government will not be requisitioning needed mate- 
rials, thus leaving houses standing half finished and 
prey to weather and other conditions. 

BALTIMORE—Spruce prices are reported $5 to $10 
down, deliveries from Canada arriving here for 
around $86.50 for the No. 1 common and better. Offer- 
ings are said to be plentiful and this dimension is 
cheaper than fir. Shipments of the latter from the 
West Coast of the No. 2 common and better, which 
includes 15 percent of the No. 2, is being delivered 
by boat for around $96.50 per M. By rail, the same 
lumber is $105. 

White pine, if the dealer wishes to pay the price, 
can be obtained for around $300 for the 4/4. In cy- 
press, for very green material, the most recent deliv- 
ered price here is $220 for 4/4. 
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SOUTHERN PINE 
& HARDWOODS 


Sons and grand- 






sons of our early 
customers are still 





relying on Fergu- @ 
son for their lum- LUMBER 
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PILING 
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Fees DLY stamped on every finished board 
of the millions of feet of lumber produced annu- 
ally by W. T. Smith is its familiar trade and grade 
mark. This trade mark represents not only the 
company’s confidence in its product, but also is 


have been delivering 
thorough-going 
satisfaction to 
lumber buyers. 





your guarantee of quality that is both constant Yelthat lity) 
and unexcelled. HARDWOODS 
SOUTHERN 

Selective logging assures a permanent source of supply. || PINE 
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Re eS ee” | DAVIS BROS. LUMBER CO. 
W.T.SMITH LUMBER CO. ANSLEY, LOUISIANA | 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 














my Ss - . ’ € v 4 ' 


wa ee ; a ee ne . 
PONDEROSA PINE 


Sustained Yield 
CALIFORNIA SUGAR PINE Quality Lumb 
; udil y umber 
PF Pudana Fie Worderk WESTERN WHITE SPRUCE 9p.) vis 


Industrial Box Shook 













3UILDING Propucts MERCHANDISER 



































Adirondack Log Cabin and 
Look Present New House Plan 

Over 200 distributors of the 
Adirondack Log Cabin company 
Inc., New York, recently met in 
New York and made a tour of in- 
spection of a life-sized model of a 
house being offered by the com- 
pany. 

This house was designed by 
Walter Dorwin Teague under the 
direction of Look magazine, whose 
publishers wanted to help toward 
providing production of low-cost 
homes. 

Harry Levey, president of Adi- 
rondack, worked with Look on pro- 
motion and distribution policies for 
the home. 


Fred J. DeSale, Chicago 
Commission Lumberman, Dies 
Fred J. DeSale, a Chicago lum- 
berman for the last 35 years, died 
March 31. 
Mr. DeSale had been with the 


WM THE MEWS 


Hilgrade Lumber company, the 
Burnaby Brothers Lumber com- 
pany and was a partner in Fraser 
DeSale Lumber company. He was 
a member of the National Associa- 
tion of Commission Lumber Sales- 
men. 


J. Ben Wand, Publisher of 
Southern Lumber Journal, Dies 


J. Ben Wand, 60, editor-in-chief 
and publisher, Southern Lumber 
Journal, Jacksonville, Fla., died 
April 6. He was also the publisher 
of the Southern Hotel Journal and 
Southeastern Drug Journal. 

From 1917 to 1923 Mr. Wand 
was Southern representative for 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER, at 
which time he bought the Southern 
Lumber Journal. In 1933 he was 
elected to the lower house of the 
Florida legislature. 

Mr. Wand served at one time as 





Memphis, Tennessee. 


perienced personnel. 





FLOORING MILL 


FOR SALE 


Fully equipped flooring mill located just outside 
Machinery and Equipment 
$75,000.00, and Lumber Inventory $25,000.00. Can be 
bought on terms. Completely electric, motor-driven, 
with well planned mill arrangement. 
throughout from dry kiln to box car. Good grade 
manufacture. Plenty of orders on hand, including an 
order for one million feet of flooring. Staffed with ex- 


For Sale by Owner — 


Delta Manufacturing Company 


COLLIERVILLE, TENN. 


Phone 37-0361 or 48-7397, Memphis, Tennessee 


Conveyors 
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secretary and treasurer for the 
Florida Lumber & Millwork as- 
sociation and as_ secretary-treas- 
urer of the Southeastern Hard- 
wood Manufacturers’ club. In 1934 
he was secretary-manager of ithe 
Federated Wood Package associa- 
tion. 





Albert F. Storm, Southern 
Lumber Manufacturer, Dies 


Albert F. Storm, 71, retired lum- 
ber manufacturer, died March 11 
in Moncks Corner, S. C. 

Mr. Storm was connected with 
the lumber manufacturing indus- 
try in the South for nearly 50 
years. He was general manager of 
Brownell - Drews Lumber corpora- 
tion, Morgan City, La., and in 1917 
he and F. F. Chapman organized 
the Chapman-Storm Lumber com- 
pany Inc., Louisiana. In 1927 they 
built a manufacturing plant in 
Four Holes, 8. C. In 1937 Mr. 
Storm organized the Carolina Lum- 
ber company at Moncks Corner, 
S. C., until he retired in 1946. 

Mr. Storm served on the original 
rules committee of the Southern 
Cypress Manufacturers association. 


A. D. Luehrmann, St. Louis 
Lumber Manufacturer, Dies 


A. D. Luehrmann, 65, partner in 
the Charles F, Luehrmann Hard- 
wood Lumber company, St. Louis, 
died March 29. 

Mr. Luehrmann was one of three 
brothers who were together in the 
company; George E. W. Luehr- 
mann who died April 9, 1943; Ed. 
H. Luehrmann, and A. D. Luehr- 
mann. They retired from the lum- 
ber busniess in 1929. 


Cyrus C. Warren, Retired 
Head of Dakota Firm, Dies 


Cyrus C. Warren, 77, retired 
president of the Warren - Lamb 
Lumber company, Rapid City, 
S. D., died in San Diego March 16. 

Mr. Warren first entered the 
lumber business with Eastman- 
Gardner Lumber company at 
Laurel, Miss., in 1893. Later he 
was a partnership with W. B. 
Harbison, Ellisville, Miss., and fol- 
lowing that was in the wholesale 
lumber business in Hattiesbury 
and later in Jackson, Miss. 

With B. C. Godwin he organized 
the Warren-Godwin Lumber com- 
pany in Jackson, Miss., and in 1912 
he was again associated with W. b. 
Harbison and moved to South Da- 
kota. In 1914 he and Chauncey 17. 
Lamb organized Warren - Lam) 
Lumber company at Rapid City, 
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Milk Chutes 
























12911 Hillview Ave. <> 
DETROIT 27, MICH. eae 





Sitka Spruce Lumber 


and 


Box Shook 
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POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 
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A FINER FACTORY 
AT LOWER COST 





AMERICAN-BOWSTRING TIMBER TRUSSES 


e American Roof Trusses are economical for your fac- 
tory, custom built for your requirements. Increase your 
floor space by eliminating center walls and posts. Made 
ad by the oldest, largest exclusive manufacturer of wood 
trusses in America. Immediate delivery. Write for free 
S catalog today. 


AMERICAN ROOF TRUSS CO. 


6846 STONY ISLAND AVE. 235 WEST 37th PLACE 
CHICAGO 439, ILL. LOS ANGELES 7, CALIF. 
PLAza 1772 ADams 3-4191 


ESTABLISHED 1922 








LOOK, Mr. LUMBERMAN: 


EXCLUSIVE FRANCHISE 








You can ADD EXTRA PROFITS and FURNISH a ONE-STOP 


flooring and wall service for your contractor with 


Dall 


FLOOR and WALL COVERINGS 








e REINFORCED 
e@ RUBBER TILE 


e@ ASPHALT TILE 
e RUBBER TILE 
e@ PLASTIC WALL TILE 


| PLUS a complete line of ACCESSORIES for FLOOR 
and WALL COVERINGS 























WRITE, PHONE or WIRE for full details: 


NAME ...025. Pea ucenawmn wares 
ADDRESS 
og jee ae er ; STATE 
Palladium Flooring Division 
PRODUCTS 

INSUL-MASTICS "0%" 

6127-6137 CEDAR AVE. * Philadelphia 43, Pa. 
Phila. Phones: AL 4-6800; AL 4-8525; AL 4-0145 (night) 


besacan oT eee eeeeee eer tt tee ee eee aaa 8 
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and Mr. Warren served as presi- 
dent of that company until his re- 
tirement in 1936. 


E. B. Nettleton, Retired 
Mississippi Lumberman, Dies 

E. B. Nettleton, 89, retired lum- 
berman, died at Lake, Miss., 
March 8. 

In 1882 Mr. Nettleton became 
associated with the DuBois Lum- 
ber interested as assistant to the 
general manager, later’ serving 
with the company in executive ca- , 
pacities at Philadelphia, Wheeler, STAGING their second Concat within 45 days, Twin Cities Hoo-Hoo club lays claim to the 









































Ore., and Lake, Miss. He was in 1948 record for number of kittens accepted; 74 in January and 80 in March. Pictured here 
charge of the DuBois Lumber plant at the second Concat are Hoo-Hoo notables in the front row, left to right; Len Bjorkland, Ed 
at Lake from 1915 until 1928 when Boles, John Giles, Ray Gore, Art Hood, Art Lampland, Don Bell, W. M. Wattson and T. T. 


: Jones. Members of the degree team are L. S. Clark, Snark; Bill Bell, Senior Hoo-Hoo; A. W. 
he formed the Nettleton and Welch Anderson, Junior Hoo-Hoo; Arvid Johnson, Gurdon; Wes Brown, Bojum; R. E. Saberson, Snark 
Lumber company at Hickory. of the Universe, visiting officer; Sam Buron, Jabborwock; Harvey Djerf, Custocation; Wm. 
Rezinka, Arcanoper; Andy Justice, Scrivenoter. 





Appointments and Promotions 


Announcement of two appoint- been appointed assistant to the T. D. COLE, president of Lock- 
ments to official positions with the president. port Cotton Batting company, 
Upson company, Lockport, N. Y., The Armstrong company, Chi- Lockport, N. Y., was re-elected 
has been made. HENRY W. cago, has acquired the services of president of the Cotton Insulation 
SCHMIDT, secretary of the com- W. C. MILLER who will act as tech- association. TOM 3ARNHARDT, 
pany has been named secretary- nical director and will be located Barnhardt Manufacturing com- 
treasurer. JAMES J. UPSON has at the company’s Detroit offices. pany, Charlotte, N. C., was elected 


eS | D. M. McCuintock LumBeR Co. 


by Kuauscr- Boyd 


- e STURDINESS Terminal Sales Building, PORTLAND 5, ORE. 
Famed *° — DP Telephone: Atwater 9355 


te Weather tight construction Douglas Fir, Red Cedar, Sitka Spruce 


% Galvanized iron, copper, aluminum a 
or fine quality stainless steel and Hemlock Lumber = Shingles 
% Designed to fit any type wall 


% Easily removable screen - 
% Hemmed edges for better appearance Mill Agents for 


% Machine Stamped and tiveted Engle & Worth Lumber Co., McMinnville, Oregon 
% Easily installed 





Timber; Inc., Harrisburg, Oregon 
eee a Luckiamute Lumber Co., Pedee, Oregon 
Write for price lists and further details Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
KRAUSER -BOYD Vue. Canyon Creek Lumber Co., Canyonville, Oregon 
“Specialists in Sheet Metal Stampings” Silver Peak Lumber Co., Riddle, Oregon 


NORTH TONAWANDA, N. Y. 


LUMBER for SALE 

















¥ -' BURNER with 
| CONE GRATE 


*Burns 25% More 


HARDWOODS SOFTWOODS *With 75% less smoke and 
DOMESTIC and FOREIGN cinders. Fool pat 
VENEERS PLYWOOD We Also Build 


BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER Co. Straight 2 Bent Boiler Tubes 


154 Carroll St. ST. LOUIS 4, MO. SEATTLE BOILER WORKS 


- ‘ ara 
CEntral 5250 ow in Our New pores oe a 5237 E. Marginal Way 
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PAUL BUNYAN WATCHES THE JOB 


fhe Spirit of Paul Bunyan carries on at Susanville. Logging his high- 
altitude forest, sawing lumber the year ‘round and making shipments 
on time and up to grade. 


‘i> PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


Said SUSANVILLE ‘ CALIFORNIA 























“10,0 


na as Growing Timber for i.4 Anaconda Copper 
Mea.) #-@ | Your FutureNeeds Fag Mining Co. 


Since 1904 Urania has been car- 
rying on scientific forestry—and 4 
now has = acres ai a ime! 

timber for your future needs. “4 

All Urania logging is under the [ae Lumber Department 
supervision of a graduate for- 

ester. Normally spaced sound ‘ 
Pines are not considered for cut- 
ting until they reach a minimum 
diameter of 12 inches — hard- 
woods 1/4 inches. Trees with best 
prospects are left to grow larger. 
The others are cut to make room 
for the ever oncoming seedlings 
and saplings that will provide ; 
your future Urania lumber. % * 


Bonner, Mont. 


OTE Ee eee mee = 


Consult us on your needs. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


URANIA | LUMBER CO. ves 


MEMBERS S.P.A., S. P. 1. B., SOUTHERN HARDWOOD PRODUCERS 



































SHEVLIN-McCLOUD LUMBER COMPANY 
{ Successors to Shevlin Pine Sales Company } 
SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
| *THE McCLOUD RIVER LUMBER G HEVLIN PINE 
| COMPANY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
* EXECUTIVE OFFICE 
TH Vv q 
seca Co 900 First National Soo Line Building SUGAR (Genuine White) PINE 
“Member of tie Weateen Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
| Hom, Portland, Oregon. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
s Panediwta Fare Woodwork Lexington 2-9117 Telephone Central 9182 Exbrook 2-7041 

















BUILDING Propucts MERCHANDISER 








vice president and LAWRENCE M. 
GILMAN, Gilman Brothers com- 
pany, Gilman, Conn.,#treasurer. 


Appointment of A. M. DAVIS as 
manager of midwestern offices of 
the Portland Cement association, 
Chicago, has just been announced. 
J. GARDNER MARTIN has been ap- 
pointed to succeed Mr. Davis as 
district engineer in charge of the 
association’s office in Lansing, 
Mich. 


ALFRED G. ROGERS has been ap- 
pointed assistant to the general 
sales manager, E. J. Stanton & 
Sons Inc., Los Angeles. Mr. Rog- 
ers was formerly with the Western 
Hardwood company. 


SHOWN here is the nearly completed sheet and plate rolling mill of the Aluminum Company 

of America in Davenport, lowa. The plant extends for nearly a mile along the banks of the 

Mississippi river, and is being equipped to turn out the widest aluminum sheet in the world, 

More than six and a quarter million pounds of aluminum are being used in the construction 
of the plant. 








Officers of the Wheeler Osgood 
company, Tacoma who were re- 
elected recently are NORMAN O. 
CRUVER, president; W. M. MAc- 
ARTHUR, LIONEL J. PHILLIPS and 
J. HENRY GONYEA, vice presidents ; 
PAUL M. SMITH, secretary; R. H. 


York. JOHN H. CAMPBELL and 
WILLIAM P. MIDDELEER will repre- 
sent the Lumite screen cloth sales 
department and WILLIAM A. KeEr- 
RIGAN will work on Lumite up- 
holstery fabric sales. 


Pacific Lumber Inspection Bu- 


ARTHUR VANDERSYS has _ been 
appointed vice president and sales 
manager of the West Coast 
Stained Shingle company, Seattle. 
He was formerly vice president and 
sales manager of the Colotyle cor- 
poration and the Tyle-Bord com- 


O’NEIL, assistant secretary and 
LEO A. McGAGICK, assistant secre- 
tary; J. F. CUSHING, treasurer and 
H. E. HAAGEN, assistant treasurer. 


Three new field sales represen- 
tatives have been appointed by the 
Lumite division of the Chicopee 


reau Inc., announces the appoint- 
ment of H. W. MURPHY as secre- 
tary-manager, with offices in the 
White-Henry-Stuart building, Seat- 
tle. 


R. G. HUNTRESS has been ap- 
pointed manager of wire rope sales 





pany Inc., Seattle. Manufacturing corporation, New for the California Wire Cloth cor- 





PARKER’S 
PRIMERLESS 
PUTTY... 


te ee AD YP Dimension 20’ & 
, shorter—in straight cars 
or mixed with KD Shed 


items. 


Ask Us About These 
Items: 


1x8 & 1x10 KD YP Boards 
or Shiplap 


AD YP Boards & Siding 


has been time-tested in 


"school of experience’ — many 
years of service to the building 
industry. 


Our company takes pride in the 
quality of its products and the 
satisfaction they give you, the 
customer. Now in our 52nd 
year of service to the lumber 
buying trade. 


For a tight seal that resists in- 
filtration of moisture and cold air 
and prevents loose, rattling glass— 
there is no satisfactory substitute 
for high quality putty. 


PARKER'S Po ee 
PRIMERLESS La 9 


is high quality Ce Mt 8 
PUTTY {ote hs H LU 
SOUTHERN HARDWOODS 


SOUTHERN PINE @ 
FULTON, ALABAMA 


Mixed Cars a Spectalty 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


80 years of service 
to the sash and door 


— Member SPIB and NHLA 
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‘ Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 
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Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 














Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C° INC 
CINCINNATI OHIO 






































J KNOWN FOR QUALITY 
from 
\MAINE to CALIFORNIA 
MENOMINEE, 


ww WELL ENOMINE: 





oR 





LUMBER CO. 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 








LINDSEY 
Self .-Loading 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 


Sole Manufacturers 
Laurel, Miss. 
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WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 


f 


BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 


Chie -tile 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aijir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventcry 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 
Air-tite Stay expands 

and contracts against 18 
ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 





Cut-away view - Actual size 
U.S. Pat. No. 2,187,412 





Sales Office: 

















TITTARUGRELT LRT) 








2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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poration, with offices in Oakland, 
Calif. He has been with the 
Wickwire Spencer Steel division of 
Colorado Fuel and Iron corpora- 
tion. 


Companies Announce 

KOOLVENT METAL AWNING CorR- 
PORATION OF AMERICA, Pittsburgh, 
announces the appointment of 
Western Tools and Industries Ltd. 
of Canada as licensee for Koolvent 
awnings in five Canadian _ prov- 
inces. 


The HARRY A. LOWTHER COM- 
PANY INC., manufacturers of the 
Lowther C-Saw has moved into a 
new plant on Industry avenue, 
Joliet, Ill. This centralizes all the 
activities and includes administra- 
tion offices, warehouse and manu- 
facturing operations. 


FIAT METAL MANUFACTURING 
COMPANY, Chicago, has appointed 
WEST AND LASLEY COMPANY, Mil- 
waukee, to represent Fiat in Wis- 
consin and part of Michigan. 


The CROMER COMPANY, Williams- 
port, Pa., manufacturers of Cromer 
factory finished oak flooring, whose 








Just Out 


eptywooD 


What it is... What it Does 


By Louis Il. Meyer 


Formerly Field Research Director, 
United States Plywood Corporation 


250 pages, 100 illustrations, only $3.50 


Here’s the complete story on _ ply- 
wood — planned to assist engineers, 
designers, architects, and others in 
exploring the possibilities offered by 
this modern construction material. It 
covers manufacture, characteristics, 
purchasing, and application techniques 
—shows you exactly how this all- 
around product can meet your specific 
needs. The book describes the manu- 
facture of plywood and kindred lami- 
nates — outlines briefly the methods 
used to obtain different grain forma- 
tions — lists the bonding agents used 
and the properties of each — provides 
a valuable compilation of reports 
from the U. S. Forest Products Lab- 
oratory and from manufacturers and 
associations. 

Send Check with your Order to 
AMERICAN LUMBERMAN, INC. 


139 No. Clark St. Chicago 2, Il. 








62 


plant was used during the war by 
the government, is again manufac- 
turing flooring. 


The RALPH L. SM:TH LUMBER 
COMPANY, Kansas City, Mo., has 
recently completed installation of 
a new drying plant at Anderson, 
Calif. The large baitery cf new- 
est type Moore Cross-Ventilation 
Dry Kilns provides a capacity of 
five to six million feet a month. 
Production will be devoted largely 
to sugar pine. 


FRICK COMPANY, Waynesboro, 
Pa., announces that its branch at 
Pittsburgh has been moved to La- 
trobe, Pa. It is located on Lloyd 
avenue and is in charge of John H. 
Stoner. 


E. J. STANTON & SON INC., Los 
Angeles, has been appointed South- 
ern California distributors for 
ARMSTRONG CORK COMPANY on 
Temlock, Temwood and Monowall 
as well as Armstrong’s insulating 
wool. 


Construction of UNITED STATES 
PLYWOOD _ CORPORATION’S 28th 
branch warehouse will be started 
soon at 3333 NW Front avenue, 
Portland, Ore. Sales are now han- 
dled through the Seattle warehouse. 


Management and employees of 
the UPSON COMPANY, Lockport, 
N. Y., manufacturers of laminated 
fibre wall and ceiling panels, have 
been notified by Associated Indus- 
tries of New York States Inc., of 
the award to them of a certificate 
of merit for having made a 100 
percent safety record in 1947. Dur- 
ing the past 20 years the company 
has received ten such awards. 


GEORGIA-PACIFIC PLYwoop & 
LUMBER COMPANY is the new name 
of the former GEORGIA HARDWOOD 
LUMBER COMPANY, Augusta, Ga. 
There has been no change in the 
location, policies or personnel of the 
company. Executive offices will be 
maintained in Augusta. 


A change of ownership of BUF- 
FELEN LUMBER AND MANUFACTUR- 
ING COMPANY, Tacoma, Wash., 
through purchase of stock by a 
group of Tacoma and San Fran- 
cisco investors, has been an- 
nounced. New president of the firm 
is A. E. Post. J. P. Simpson re- 
mains as vice president and S. C. 
Pohlman becomes executive vice 
president. Operating policies and 
distribution methods will remain 
the same. 





ADVERTISING 


PAYABLE IN ADVANCE 


Amemncan Lumberman 4 Building Products 
Merchandiser is published every other Satu: 
day. It publishes the largest strictly classitied 
advertising section in its held. 

All ads for classified section must be in Pub 
lisher’s office 10 days preceding date of pub 
lication. Advertisements are set in uniform 6 
_ style. No cuts or specia! borders allowed 
or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de 
sired. Publisher reserves right to classily 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed 


Rates — Cash With Order 
Minimum Charge $2.00 


For one o: two insertions 10c per word pe: in 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45Sc per line. 
Six or more insertions 8c per word. per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used. regular line 
rate is charged. 

When answering box numbers or mailing copy 
tor ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISE? 
139 N. Clark St., Chicago 2. Illinois 





- HELP WANTED 





Wanted: Lumber grader tor Distributing Yard 
on Hardwoods and White Pine Steady work 
union scale. Address E-42, American Lumber- 
man 





WANTED: Office man familiar with the 
wholesale Sash and Door business in Mid- 
west area. State age, experience and give 
references. All replies strictly confidential. 
Address A-34, American Lumberman, Inc. 





Wanted: Experienced detailer and biller ca- 
pable of making full-size shop drawings and 
cutting bills for custom millwork from Archi- 
tect’s plans and specifications. Includes 
frames. sash, doors, trim, cabinets, and stair- 
work. Give past experiences, references, aae, 
and salary. Old established firm in Northen 
Indiana. Address W-43, American Lumber- 
man. Inc 





DETAILER & BILLER 


for Detail Millwork Plant. Address Box A-57, 
American Lumberman, Inc. 





WANTED SAWMILL FOREMAN OR 
SUPERINTENDENT 

Old established Alabama firm has opening 
for absolutely top-flight man to supervise 
sawmill operations, eight foot mill and re- 
saw. Must have large mill background, 
thorough knowledge of machinery. Top sal- 
ary for right man. State age and experience 
if interested. Excellent living conditions, new 
house, modern mill town. Address A-20, 
American Lumberman, Inc. 





DETAILER AND BILLER ; 
Want to employ a Detailer and Biller experi- 
enced in special Millwork. No liquor. J. F. 
Townsend, Townsend Sash, Door & Lumber 
Co., Lake Wales, Florida. 





MILLWORK SUPERINTENDENT 
Want to —— experienced Millwork Super- 
intendent who can estimate and Detail and 
Bill. None but highly competent man need 
apply. South. Address A-44, American Lum- 
berman, Inc. 
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